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In THiS REFORMING THE CURRENCIES OF EUROPE 
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ores wHat happens when a motor car 
runs mile after mile, day after day—under 
all sorts of conditions? 

To get the facts, General Motors has invested 
more than a million dollars in an 1125-acre 
Proving Ground. 

Here cars are driven day and night under 
constant observation and tested for power, hill 
climbing, braking power, speed, fuel economy, 
riding comfort and other qualities. 

In a month a car goes more miles than the 
average owner would drive in a year. 

The Proving Ground is an unusual invest- 
ment which pays big dividends—dividends in 
facts, quickly ascertained and employed to 
maintain quality and increase the values in 
General Motors cars. 

An interesting illustrated booklet on The Proving Ground 


will be mailed if a request is addressed to the Department 
of Publicity, 224 West 57th Street, New York City 


unusual investment 
that pays big dividends 


GENERAL MOTORS 


CHEVROLET + PONTIAC +, OLDSMOBILE + OAKLAND 
CADILLAC + GMC TRUCKS + YELLOW CABS, BUSES and TRUCKS 


FRIGIDAIRE—The Electric Refrigerator 
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Wins NEW ACCOUNTS 
for Banks Any Size! 


Most Profitable ine: 2500 New Accounts a Month Brings $51,605 New Deposits 
PLENDID records in speed have been “Coe direct mail development of new and = AS a result of Addressograph-ed adver- 
made by our Addressograph in han- old accounts, made possible by the tising, we secured 504 new accounts, 
dling important emergency mailings— Addressograph, includes every department. averaging $100 each. One out of 8 on our 
assuring most profitable returns.’ The outcome of our effort was 1200 new list of 4000 responded to our appeal.’ 
—Union Trust Co., Cleveland, Ohio accounts first week, 1000 second week and —Charleston National Bank, Charleston, W. Va. 
2500 at the end of the first month.” 


—Hibernia Bank and Trust Co., New Orleans, La. 


Saves Nearly $3000 a Year 


S to economy, officials of Mercantile 
rust Co., St. Louis, Mo., estimate 

that to address their list by typewriter, 
would — twenty girls 514 days at a labor 
cost of $330. With the Addressograph, it 
requires only one girl and 11 days time at 
a labor cost of $33—an annual saving of 


nearly $3000. 


Seeing Is Believing 
Try It FREE— 
Simply Mail 


Coupon 


y 
Banks 
Use It ! 


Heads and Dates Statements 
Increases Deposits 
Stops Addressing Errors 7 
Cuts Record Costs fi 
peeds Collections 7 
Writes Poy Forse Prints Thru a Ribbon. / 


Addresses Every Form i. MAIL 
WITH YOUR 
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When the streets of Detroit were sented the heart of the City in 
laid out as spokes radiating from commerce. 
the Campus Martius as a hub, a 


At the juncture of Cadill 
market place was left to the east- a oe 


Square and Woodward Avenue 


» ward, —here, at the hub where the 
“. It was called Cadillac Square in City’s — merge—stands . 
“. honor of that hardy explorer,  8°°** banking institution, ful- 
te filling the financial requirements 


of a large part of Detroit’s mil- 


Cadillac, the founder of Detroit. a ee 


From the era when wampum Banking Headquarters offers you 


convenience of location, unsur- 
passed facilities and a knowl- 
edge of financial needs that 
held sway, up to the present knows no limit in its service to 


was the medium of exchange, 
through the day when the bar- 
tering of traders and merchants 


time, Cadillac Square has repre- —_ customers. 
q mal? 
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The Editor’s Indorsement 


WE ARE indebted to V. C. Schoenberg, 
cashier of the Waipahu Branch of the 
Bank of Hawaii, Ltd., for the photograph of 
the artistic doorway of the parent in- 
stitution in Honolulu. It is the design of 
H. L. Kerr, of Honolulu. “I am proud of 
our bank” writes Mr. Schoenberg, ‘“‘and 
glad to show it to our Mainland friends, 
some of whom probably still believe that 
our architectural efforts are confined to the 
grass-hut period.” We have seen perspec- 
tive sketches of a beautiful new building 
under construction for this bank, photo- 
graphs of which we hope to reproduce later. 

Reviewing business and financial progress 
in the Islands (page 15), Prof. Wright 
sets up a most appetizing exhibit of the 
products of the soil. Personally, we could 
wish that he’d omitted coffee—our con- 
suming vice. Hawaii’s Kona coffee is 
seven years in the aging. It has two or 
three times the strength of any other 
coffee. Though largely exported to the 
United States, it is virtually unknown to 
consumers in the States. Importers and 
wholesalers here blend it with other 
brands. Under its own name, there isn’t 
enough to go around. Its identity is lost 
in blends. Kona flavor and aroma are 
said to be matchless. The proof of the 
pudding 


Te First National Bank, of Grantsburg, 
Wisconsin, comes of age, twenty-one 
years old, in a unique letter to the public, 
reproduced herewith. Its novelty com- 
mends it. 

The small type just below the “Birthday 
Letter” title, reads: “A ‘Roll of Honor 
Bank’ is one possessing surplus and profits 
in excess of capital, thus giving tangible 
evidence of strength and security. Of the 
25,000 banks in the United States, less 
than 20 per cent occupy this proud position. 
We are among the number privileged to 
use the Roll of Honor Medal.” The small 
type at the bottom of the letterhead is: 
‘““A place on the Roll of Honor is like a 
man’s character—it is something money 


THE First NATIONAL BANK 
OF 


carta, @25 C0000 623 00000 
GRANTSBURG, 


cannot buy, but is won by worth and merit 
alone.” 

Extraordinary as a novelty also is 
“Mother Goose Pursery Rhymes” quaintly 
illustrated in colors and produced by the 
Bank of Italy as written by Helen M. 
Knight, director of the Women’s Banking 
Department. As the title implies, it is a 
fanciful use of Mother Goose discourse 
on thrift and elementary banking relations 
in the manner of Mother Goose. The 
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Nothing’s Too Good for the Girls 


of its expenses and reserves 


Hawaii—Our Financial Opportunity By Ivan Wright - - 
A picture of agriculture, business and banking on the Islands, territory 


of the United States since 1900 


A Market for the Staff’s Ideas By Franklin S. Clark 
Cash for practical suggestions that will improve practice, and sub- 
stantial prizes for the best submitted each year 

Birthday Cakes and Accounts By William A. Moffett - - - 
Tenth anniversary with a baking contest and “surprise” gifts for new 


business 


The Compound Interest Column By Don Knowlton in 
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department has $4,000,000 deposits and 
12,000 women depositors. 


If women all were financiers 
And knew just when to spend 

And what to buy and where and when 
To borrow and to lend— 

And why conserve and when to sell 
And where to place their trust, 

And how to build and operate 
Without a’getting fussed— 

And what is meant between the lines 
Of each financial sheet, 

And how to cope and travel with 
The bulls and bears so fleet-— 

If the ninety per cent of the worldly wealth 
Which sages say they’re spending, 
Were always placed with wisdom rare, 

The best results portending— 
If energy and precious time 

Were put to the finest use, 
We'd need no jingled warnings 

To the tune of Mother Goose. 


STABLE among recent business books 
is Harvey A. Blodgett’s “Financial 
Independence: How to Win It’’ (D. 
Appleton and Company). ‘There is no 
such thing,” writes Mr. Blodgett, ‘‘as the 
intensive cultivation of thrift. There is 
‘noisy confusion of tongues. There is no 
concentration on fundamental principles ”’ 


Conversely, there are plenty of platitudes, 
quotations from the ancient honorables, 
generalities—full of sound and fury and 
signifying nothing. Mr. Blodgett, for the 
guidance for those who seriously consider 
the future and sincerely aim toward in- 
dependence, lays down ten fundamental 
principles of economic independence and 
personal financial success, ten practical 
steps in the process: Decide to Become 
Independent; Learn to Think Straight 
and Plan; Master the Art of Saving; 
Master the Art of Spending; Guard Against 
Waste; Cultivate the Habit of Industry; 
Go Into Debt Wisely; Establish a Con- 
nection With a Good Bank; Use Saved 
Capital for Profit; and Conserve Capital 
After Acquiring It. 

The book is rae written to show the 
average individual, how, specifically, to 
plan and how to adhere to his plan—his 
personal inventory or net worth, his 
relations with his bank, the management 
of his home and his investments. It 
deserves wide distribution, for those who 
read it inevitably will become better 
patrons of the bank. H.S 
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Every 


bond account 


NEEDS OCCASIONAL READJUSTMENT TO MEET 
CHANGING CONDITIONS 


HE experienced banker does not buy bonds haphazardly, 
however sound they may be. He is governed in his choice 
by the kind of business he does, the nature of his deposits, 


the amount of his quick reserves, the maturity of his loans 
and discounts. 


After he has analyzed his own situation he constructs a 
bond reserve in keeping with it, selecting bonds of known 


quality and marketability. 


The problem is simple enough when you know all the fac- 
tors involved and how to adjust them. In its solution Halsey, 
Stuart & Co. has had years of experience with many hun- 
dreds of institutions. We are familiar with the banker’s needs 
and have an intimate knowledge of conservative investment. 


Many banks ask us periodically to analyze and reappraise 
their bond holdings, to fit changing conditions both in their 
Own situation and in the investments themselves. 


May we be of service to you? 


HALSEY, STUART & CO. 


INCORPORATED 
CHICAGO NEW YORK PHILADELPHIA DETROIT CLEVELAND 
201 South La Salle St. 14 Wall St. 111 South 15th St. 601 Griswold St. 925 Euclid Ave. 


ST. LOUIS BOSTON MILWAUKEE MINNEAPOLIS 
319 North 4th St. 85 Devonshire St. 425 East Water St. 610 Second Ave.,S. 


In writing to advertisers please mention The Burroughs Clearing House 
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eforming 
the 
Currencies of 
Europe 


Repudiation in Germany, 
Restoration in England 
and the Relative Merits of 
Restoration and Revalu- 
ation in Italy and France 


By GEORGE W. EDWARDS 


Economist, The Bank of America 


Photographs by Ewing Galloway and 
International Newsreel 


HE past two years have witnessed 

several remarkable tendencies in 

the currencies of certain European 
countries. On the one hand, the 
German mark after several years of 
the wildest gyrations has now become 
one of the steadiest monetary units 
in Europe, and its exchange rate in 
terms of dollars shows scarcely any 
variation from one day to another. 
The British pound sterling rose steadily 
and finally climbed back to its pre-war 
parity of $4.86 where it has been 
definitely re-established. On the other 
hand, the French frane has declined 


Secretary of the Treasury Mellon signs the agreement for settlement of 


the French debt. 


Haguenin, 


GeBurroug 


Clearing House 


Seated at his left are Ambassador Henri Berenger of 
France and Under-secretary of the Treasury C. B. Winston. 

_ Fi Inspector of Finance; F. G. Blair, of the War Loans 
Division: and R. Lacour-Gayet, financial attache of the French Embassy 
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The Sicilian tuna fish industry is 

operated on a large scale — the 

—_ vats (at Favignana) cook the 

sh for canning. And through- 

out Italy sheep-raising is impor- 
tant in agriculture 


almost continually since the 
beginning of 1925, while the 
Italian lire and the Belgian 
franc after remaining fairly 
constant for several months, 
relapsed and are now mov- 
ing uncertainly. 

Instability in the currency 
of a country brings with it 
economic evils of all kinds, 
as witnessed by the distress 
of nations such as Austria in 
1922 and Germany in 1923. Hence the 
efforts of economists, business men 
and statesmen have been directed 
toward analyzing the 
causes of currency insta- 
bility, and formulating 
proposals for remedying it. 
Unfortunately, though 
there is agreement on the 
causes, there is little ac- 
cord on the proper 
remedies. As a 
result, the move- 
ment for reforming 
the currencies of 
the world has long 
been delayed. This 
article will endeav- 
or to present the 
current views as to 
the causes and sur- 


Standing are 


vey the remedies as applied particularly 
to Germany, England, France and Italy. 

Any currency, whether the dollar, 
sterling, or the mark, has both an 


internal and an external value. Its 
internal value is its buying power, or 
the amount of goods which it can 
command in exchange for itself. While 
our monetary unit, the dollar, possessing 
always one hundred cents, remains 
legally constant, its buying power 
changes and this variability is measured 
in terms of index numbers. The 
external value of a currency on the 
gold standard is its value in gold as 
compared with other currencies. This 
ratio is known as the par of exchange 
which in the case of the pound sterling 
in relation to the dollar is $4.865. 
Again, this legal value is not the true 
market value, or rate of exchange, 
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which may be either higher or lower 
depending upon the excess supply or 
demand in the market of bills of 
exchange drawn in the particular 
currency, and representing claims to so 
much gold. These bills are created 
to settle the balance of international 
payments for goods, capital or services. 
Thus in the pre-war days the rate of 
exchange of a nation’s money was the 


That is to say, its internal value or 
buying power as expressed in index 
numbers became less, and its external 
value as manifested in the rates of 
exchange on neutral countries declined. 
Bills of exchange drawn in the currency 
of the warring countries were no longer 
payable in gold, and hence could be 
sold on the exchange market only at 
rates below the par of exchange. The 


THE BURROUGHS 


that gains in greater interest are more 
than offset by losses in currency 
conversion. Thus wide fluctuations 
in the rate of exchange render the 
bank rate ineffective. 


Tas impotency of the bank rate in 

controlling the movement of ex- 
change rates has made it necessary for 
European countries to formulate new 
policies. These, to be successful, must 
attain the same result as the manipu- 
lation of the bank rate, namely —a 
limitation of the range of fluctuations 
in price levels and in exchange rates, or, 
to use the popular expression, their 
stabilization. Artificial stabilization 
may be obtained by means of 
“pegging.” Thus, for example, during 
the war the pound sterling was main- 
tained at $4.76. Also for a period of 
several weeks in 1923 the collapse of 
the German mark was arrested and 
held at 2,270,000 to the dollar. Ina 
similar manner the Belgian franc was 
until recently supported at about 
4.5 cents. In fact, any kind of cur- 
rency can for a time be artificially 
stabilized or “pegged,” if there is 
available a_ sufficient reserve fund 


Europe’s largest water-power plant and a lime 
fertilizer indu in Bavaria—the fertilizer made 
from carbide nitrogen gas taken from the air 


barometer which indicated the trend of 
its international payments. Before 
1914 when a country’s net balance 
became unfavorable, the value of its 
money fell in terms of other currencies, 
but never below the gold export point 
which made it prédfitable to ship gold 
out of the country. Long before such 
a decline could occur, the normal 
corrective was to raise the discount 
rate of the central bank. This policy 
would in turn tend to raise the rate of 
interest, foreign capital would then be 
attracted, the balance of payments 
would be adjusted, and the rate of 
exchange would thereby be improved. 


THis nicely adjusted mechanism for 

the settlement of international pay- 
ments was rudely shattered by the 
exigencies of war finance. In all the 
belligerent countries payment in gold 
was suspended and the export of the 
precious metals was prohibited. While 
thus abandoning the gold standard, 
each warring country to a varying 
degree entered into a policy of inflation 
by issuing through its treasury or 
through the central bank, large amounts 
of paper money. As these notes were 
no longer redeemable in gold, they 
became unsecured obligations of the 
government or of the central bank, 
and as the public credit became im- 
paired with the course of the war, the 
value of the national money declined. 


rate of exchange of the belligerent 
nation was further depressed by an 
unfavorable balance of trade arising 
out of the necessity of importing 
foreign goods, since home industries 
were directed to war production. 

Thus the suspension of gold pay- 
ments, the development of an unfavor- 
able balance of trade, and the inflation 
of the currency were the causes of the 
decline of the rate of exchange on 
belligerent European countries. They 
could have resorted to the normal 
corrective of raising the discount rate, 
but such policy would have been 
useless, for high rates of interest will 
not attract capital to a country whose 
rate of exchange is falling so rapidly 


which can be used in buying up all 
offerings of exchange at a certain rate 
on the market. This method of 
holding up values is familiar in the 
American security markets where de- 
clining quotations on stocks or bonds 
are at times checked through the aid of 
banks and other institutions interested 
in sustaining these values. Experience 
in both exchange and security markets 
shows that artificial sustenance in the 
long run is effective only when the 
fundamental economic conditions which 
originally caused the decline improve; 
otherwise such artificial relief serves 
only to check the decline temporarily, 
and the accumulated depressing force 
in the long run tends to accelerate the 
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downward movement. Thus when 
the Reichsbank withdrew its support 
after the middle of 1923, the mark 
crashed through a hundred thousand 
to a dollar, a million, a billion, and so 
finally lost all value. Likewise the 
decline of the Belgian franc and the 
Italian lire during the spring of this 
year may be regarded as the natural 
reaction following a policy of artificial 
support. 

Thus true currency reform, which 
will definitely limit variations in the 
monetary unit, can be accomplished 
only through the various forms of 
natural stabilization. While there are 
several distinct methods of  stabili- 
zation, they are all premised on the 
principle of relating the currency to 
the gold standard. Before the war 
all the great commercial nations of the 
world had come to recognize this 
standard as the steadiest, although 
not a perfectly unvarying, mechanism 
of exchange. There is considerable 
confusion as to the conditions which 
must be observed before a country 
can be regarded as truly possessing 
the gold standard. In the first place, 
the central bank of a country or the 


after a decline to $3.18 in 1920 the rate 
rose irregularly to above four dollars 
and finally returned to the pre-war par 
of $4.86 in May, 1925. About that 
time the British government officially 
recognized this restoration by removing 
the embargo on the export of gold. 
Thus Great Britain was the first of the 
European belligerents once more to 
re-establish the gold standard. Almost 


create an entirely new unit of currency. 
Thus in November, 1923, when the 
German mark passed through a quo- 
tation of 4,200,000,000,000 to the 
dollar, the government issued a new 
currency known as the Rentenmark, 
which was to be convertible into the 
old Reichsmark at the rate of one to a 
trillion. Thus the German government 
for a time maintained the legal fiction 


government itself must stand ready 
at all times to redeem its obligations 
in gold at their full face value. At the 
same time, there must be no restriction 
on the free movement of gold either to 
or from the country. 

Stabilization, thus related to the 
gold standard, may be accomplished 
either by the methods of restoration, 
repudiation, or revaluation. The first 
policy implies a return to the gold 
standard at the par of exchange which 
existed before the war. Such a policy is 
possible only in the case of a currency 
which has passed through a relatively 
slight depreciation of, let us say, not 
more than one-half of its former value. 
Thus, in the case of the pound sterling, 


immediately thereafter several of the 
former neutral nations, such as Hol- 
land, returned to the gold standard by 
the path of restoration. 

Such an attempt at restoration is 
utterly hopeless in the case of certain 
belligerent countries which have suf- 
fered grievously during and after the 
war. As a result, their currencies 
depreciated to such a point as to be 
out of relation entirely with their 
pre-war gold value. This was partic- 
ularly true of the Russian ruble and 
the German mark. Each of these 
currencies finally reached the point 
where they practically ceased to have 
any value, either at home or abroad. 
Thereupon it became necessary to 


methods, 


Prince’s Landing stage—Riverside Station towers 
in the background—Liverpool. Left: the Ss 
room of a big hosiery mill in Leicester, England 


of not actually repudiating its former 
money, for it was allowed to circulate 
alongside of the new unit of exchange. 
There now remains only new 
Reichsmark which is really a gold 
standard unit issued by the Reichs- 
bank as reorganized under the Dawes 
plan, for the final step toward re- 


_pudiating the old unit was taken on 


June 5, 1925, when by government 
decree the old Reichsmark ceased to 
have any further legal tender power. 


‘Tus the currencies of England and 

Germany have been reformed on a 
gold basis, the former by restoring the 
pound sterling to its pre-war value and 
the latter by repudiating the old mark 
and replacing it with a new unit. 
By the one or the other of these two 
most of the depreciated 
currencies of the European nations dur- 
ing the past year have been reformed. 

There still remains the problem of 
what policy should be followed in the 
case of currencies which have passed 
through a severe depreciation but still 
possess a partial relation to their 
pre-war value, as for example, the 
Italian lire, the French and the Belgian 
franc. In these countries there is a 
division of opinion as to whether it is 
more advisable to follow a policy of 
restoration or of revaluation. The 
American banker or business man who 
tries to form his own judgment of the 


(Continued on page 32) 
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of business .. . 
got to do it!” 

Director Clutchbill’s pale blue eyes 
were set with grim determination on 
Cashier John Atwood’s profile. 

John’s ears sunk dismally into his 
coat collar. “Mr. Clutchbill, really, 
I’m dreadfully poor at golf. Someone 
else ought to represent the Ferndale 
National at the contest.” 

“Yuh play, don’t yuh?” 

“I putter with it,” admitted John. 

“Darn yuh, you’ve played for fifteen 
years that I know of. Now you're 
goin’ to go into this drivin’ contest. 
I'd do it myself, but it ain’t safe. 
This mornin’ when I let out for a swift 
swipe I overreached and busted off a 
rear pants button.” Mr. Clutchbill 
lowered his voice to a hushed note. 
“If—if I'd ever connected with that 
little pill it would have made the 
peewees whistle over in Elder 
Fiddock’s sugar orchard.” 

John dropped his eyebrows and 
lifted his under jaw from the startled 
position it had occupied while 
Director Clutchbill was in speech. 
He poked an ink well here and there on 
his desk with a pencil. 

“Remember, Saturday at 3 P.M.,” 
warned Mr. Clutchbill, getting out of 
his chair in the front office of the bank. 
“And I won’t hear of the Ferndale 


. and you’ve 


Usa is gettin’ to be a by-product 


National gettin’ beat. I paid $6.37 
for that silver cup, countin’ the 
engravin’. Think of the attention it 


will cause roostin’ in our front window. 
And think of the laugh we’ll get if it 
goes into some other bank’s window.” 

A common enough thing had hap- 
pened in Ferndale village the autumn 
before. The home folk had _ been 
invited to purchase stock in another 
of our local enterprises. In former 
years they had accepted invitations to 
invest in a steam laundry, a mill dam, 
a flying machine company, an arsenic 
mine and a motion picture project. 
A crop of tag alders were now flowering 
regularly on the graves of each of these 
public works. It was thus the Ferndale 


Cloud 
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Country Club was born to fill a want. 
The subscription book had opened and 
closed. Twenty thousand dollars had 
been snared midst considerable wing 
flapping. Ferndale village was to be 
decorated. The aristocratic summer 
home of a disorganized city family had 
been purchased. It was planned to 
make it into a combination golf 
camp, auto inn, road house, tea room 
and village haunt for Sunday dinners. 

Long experience had proven to 
Director Clutchbill that if anything of 
worth was to be obtained from local 
booms it must be snatched while the 
echoes were still ringing. With this 
end in view he had written to some ten 
neighboring banks, asking them to send 
delegates to inspect the new Ferndale 
Country Club property on Decoration 
Day with the idea of having the state 
bankers’ summer convention at the 
house if it struck them favorably. 
Since a golf links, not quite in playing 
condition, went with the property, 
Mr. Clutchbill had suggested a golf 
driving contest be staged on the club 
house lawn as a matter of entertain- 
ment and diversion immediately after 
the regular roast chicken at 1 p.m. 

Every one of the ten banks instantly 
accepted Director Clutchbill’s invi- 
tation. Their answers struck the air 
firmly. ““We will enter a representative 
at your golf driving contest as of May 
30th,” they said. In reading the 
answers Mr. Clutchbill was aware of a 
sensation within him which is common 
with those who hear the fierce and 
warlike whine of approaching bagpipes 
and the mutter of clanking broad- 
swords. In fact, Director Clutchbill 
was to get a first sniff of coming war 
on the Wednesday preceding the 
main attack which was timed for 
Saturday, the 30th. 

The caretaker of the new country 
club, one Anthony Cappio, a Mediter- 


‘ranean of suspicious southern blood 


and, as it proved, a poisonous sentry, 
called at Mr. Clutchbill’s cottage late 


on the Wednesday night before the 
driving contest. 

When Director Clutchbill appeared 
at the door, he was informed in rapid 
words: “‘Meester Cluckbill, two fellers 
is knockin’ golf balls in front of club 
house.” 

“Golf —in the night!’ 
Mr. Clutchbill’s throat. 
my pants.” 

Anthony squatted on the doorstep 
in the bright moonlight and lighted a 
cigarette. Shortly Mr. Clutchbill ap- 
peared in full harness, and the two 
walked to the country club which rested 
on a knoll at the end of the village’s 
most easterly street. Silently entering 
the large house, they advanced to one 
of the upper east windows where the 
grounds could be openly viewed. 

Anthony had uttered the naked 
truth. Two stalwart and stocky high- 
landers pranced yonderinthe moonlight. 

A gander-like hiss twisted through 
Mr. Clutchbill’s upper beard as he 
recognized one of the men as William 
Vipond, the president of the Wrynose 
Trust Company twenty miles to the 
west of Ferndale village. The other 
man wasastranger. Director Clutchbill 
set his eyes at a close focus and screwed 
them back and forth, but it was no use. 
The stranger’s large cavalry mustache 
was unknown to him. 


welled out of 
me get 


THE men out in the moonlight were 

talking in so low a tone nothing 
could be heard, but occasionally Presi- 
dent Vipond pointed out over the golf 
links and shook a driver vigorously. 
Whatever their argument, it appeared 
it was necessary to drive another ball. 
The walrus-faced stranger went to the 
driveway and returned with a handful 
of dirt which the two arranged into a 
tee, releasing their pent-up breath at 
times in masculine explosions. 

Finally President Vipond gazed out 
on the moonlit Raveneye —that’s the 
name of the small river which passes 
Ferndale village. He jockeyed his 
club a couple of times and gave the 
ball a medium-sized swipe. 
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Director Clutchbill and Anthony 
craned their necks but there wasn’t a 
sign of the ball in the deceptive moon- 
light. 

“Then of a sudden there was a long, 
slow greenish flash out near the river. 

Mr. Clutchbill heard Anthony swal- 
low with that small, helpless noise a 
fish emits when it is drying up in a 
boat. Anthony was looking mystery at 


Without the slightest warn- 
ing, John struck like a cobra. 
It was a high, rising ball. 
At a certain point in its 
flight some invisible hand 
seemed to take another 
swipe at it on the fly 


Mr. Clutchbill. And Mr. 
Clutchbill was peering 
steadfastly into Anthony’s 
face. 

The instant the lawn was 
deserted, Director Clutchbill 
and Anthony hurried down 
and looked curiously about 
where the two men had 
been using a driver. In the 
black shadow of a little 
cone-shaped spruce-Director 
Clutchbill’s foot touched 
something hard. He bent 
down and felt about. His hand en- 
countered a golf ball which the night 
prowlers had dropped. He tucked it 
in his pants pocket and said nothing. 

But the next morning after examining 
it closely in the seclusion of his wood- 
shed, Mr. Clutchbill wrapped it in 
paper and placed it carefully in an 
ample pocket of his black undertaker’s 
coat. If Mr. Clutchbill was any 
judge, the ball was a bit peculiar and 
foreign in aspect. 

At the new country club on Saturday 
morning Anthony Cappio, who was 
caterer as well as caretaker, sang 
agreeably in Mediterranean as he 
prepared a number of Wyandottes for 
the luncheon at 1 p.m. 

High noon saa no less than ten cars 
parked beside the club house, and here 


and there on the lawns wandered the 
knickerbockered heavy hitters of the 
ten neighboring banks. President 
William Vipond had arrived with a 
friend. Director Clutchbill stopped in 
his rounds of welcome and eyed the 
pair narrowly at times, for it was 
the same stranger he had seen on the 
moonlit lawn of the country club the 
Wednesday before. It got breezed 
about that the stranger was none 
other than Sir Horace Moulton, the 
heaviest hitter on the Isle of Montreal 
and a manufacturer of fireworks. 
When the bankers learned of this, they 
called loudly for the appointment of Sir 
Horace as maestro of golf ceremonies. 
“If golf wa’n’t so cussed new to me, 
I wouldn’t stand for such 
monkey-work,” Director Clutch- 
bill hissed in Cashier John 
Atwood’s ear during the lunch- 
eon, “but watch my hand, son, 
when I pluck me a handsome 

tail feather off this feller 

from Canady. I’ve got 

reason to be suspicious 

of him of which I’ll tell 

you later in the day.” 

A full roster of the 


Nine 
Wives of Rotarians and the Ladies’ 
Bridge Gambling Union were as- 
sembled on the east porch when the 
bankers got their pet drivers in hand 
and underwent a preliminary driving 
contest under the direction of Sir 
Horace Moulton of Montreal. Sir 
Horace had chosen for the contest the 
high terrace looking toward the distant 
Raveneye River. 


HEN smoke from the tees settled 

it was learned that two men came 
victoriously out of that preliminary 
melee. One was the wily William 
Vipond, president of the Wrynose Trust 
Company. And the other was Cashier 
John Atwood of the Ferndale National. 
John was too surprised to speak. 
Director Clutchbill rushed to him. “It 
was an angel-chaser, son, but be sure to 
lean up against the next one. 
Remember, it’s the finals. Knock it 
high —high, I tell yuh!’ : 
“The buzz of excitement hushed. 
Yonder on the lawn stood the two 
principals. President Vipond waited 
with a thick neck and cool, satisfied 
eye which he winked occasionally at 
his friend Sir Horace Moulton of 


(Continued on page 40) 
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THE BURROUGHS 


hat Plan Behind the 


Window Display in a Cleveland Bank, From the Idea 
Through to Its Execution and Distribution by Rotation 


HERE was a time when it was 

thought impossible to visualize so 

intangible a thing as bank service. 
Then the window 
display people got 
busy and many 
visible evidences 
of the bank’s 
original function 
— savings — were 
devised and dis- 
played. There 
were mechanical 
devicesthatsome- 
times got out of 
order at the most 
embarrassing 
times, and news 
photos of current 
events that “‘tied 
up” more or less 
appropriately 
with the visual 
savings message. 

From that 
point, however, 
window display has made little progress. 
An occasional miniature boat or train 
or scene from foreign lands advertises 
travel service and possibly a display 
of deposit boxes features prominently 
a giant vault door. 

Some of the most difficult of all 
bank functions to present to a callous 
and Missouri-minded public have been 
those technical trust services. 

The Cleveland Trust Company be- 
lieves it has done some pioneering in 
this direction. While it realizes that 
many phases of trust service are limited 
in their appeal, the displays featuring 
such services were used principally to 
give the layman an adequate idea of 
the great variety of ways in which a 
trust company can be useful to its 
customers. 

The bank uses in its Corporate Trust 
Department, an automatic check writer 
which signs ten checks at once. This 
machine was placed in the window 
with copy reading: “This device which 
signs ten checks at once is one of many 
methods used in our Corporate Trust 
Department to insure efficiency and 
satisfactory service.” 

The same department had previously 
originated a quicker and fairer method 
of drawing bonds by lot, for retire- 
ment. The method has been de- 
scribed in articles in Trust Companies 
Magazine and elsewhere. The 
equipment for the method includes 
a small silver bowl and ten ivory 


By lL. SPERLING 
Cleveland Trust Company 


balls numbered from 0 to 9, consecu- 
tively. A young lady of the bank’s 
employ was photographed drawing 


one of the balls from the bowl. 
This photograph was enlarged life size, 
mounted on composition board and cut 
out in silhouette form. The silhouette 
was then poised above the bowl in a 
very realistic manner and the copy on 
one card read: ““Making Sure of Chance. 
This device is one of many modern 
methods used in our Corporate Trust 
Department to insure efficiency and 
satisfactory service.” 

The copy on another card said: 
“Why This Device is Used. Parts of 
the issues of bonds of companies of 


which we are trustees are often called 
for payment. The bondholders are 
not eager to give up so profitable an 
investment. How 
be fair to all of 
them? 

usual 
method is draw- 
ing the numbers 
of the bonds by 
lot. 

“This device, 
contrived by one 
of our officers, in- 
sures greater fair- 
ness to all bond- 
holders by mathe- 
matical laws of 
chance.” 

Another dis- 
play featuring the 
same department 
showed how we 
had performed an 
unusual service 
for French and 
Belgian peasants who had _ bought 
American Traction bonds and had 
buried them when the Germans in- 
vaded their district during the war. 
When the peasants returned to their 
homes and dug up the bonds, they 
found them in various stages of decay 
and they would have suffered heavy 
losses had it not been for the pains- 
taking manner in which our Corporate 
Trust Department, as agents for the 
issue, pieced the bonds together and 
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CLEARING HOUSE 


provided a rather unusual type of 
substitute bond. 

One of the jig saw puzzle bonds was 
mounted and framed and the accom- 
panying copy read: “An Unusual Serv- 
ice of Our Trust Corporation Dept. 
This issue of bonds was sold in Belgium 
and France. When the war ended, 
some of the bonds, buried for safety, 
were in the condition shown here. 
When sent to us as trustee for identi- 
fication we replaced some identified 
bonds with photostatic copies, properly 
signed and certified, the original print- 
ing plates having been destroyed. A 
few others were exchanged for good 
bonds held in the railway company’s 
treasury.” 

So much for the unusual services 
that can be materialized and fea- 
tured in window display. Now 
for another phase of the display 
question. 


“VER see a kid with a bag of 
peanuts in one hand, a bottle 
of pop in the other, watching a 
three-ring circus? Well, the aver- 
age bank advertising manager’s job 
is somewhat like that. Aside from 
his administrative duties, he has a 
multiple job of providing appropriate 
copy for all of the different publications 
and media he uses. The perspective 
of his copy requirements presents a 
dismaying bird’s-eye of scores of holes 
representing space to be filled. There 
are so many it’s difficult to know where 
to start first. 

The axiom which preaches tieup of 
advertising, offers a suggestion in such 
a dilemma and a great many publicity 
men have already realized the value of 
using the same color scheme and copy 
simultaneously on street car cards, 24- 
sheet outdoor posters, lobby posters, 


blotters on customers’ desks, etc. 


But here is a further tieup that may 
help further to lighten the detail load 
of the advertising manager and make 
his efforts even more effective. 


It has 


to do with the adaptation of newspaper 
copy for window displays. 

The use of windows as advertising 
media is growing. But like bank ad- 
vertising as a whole, it is still feeling 


its way. Many kinds of displays are 
being used. But few of them have 
made use of the continuity idea or the 


very feasible plan of adapting them . 


from newspaper advertisements. Most 
of them have been spasmodic, unrelated 
to the display used the week before or 
the week after; only a few have sought 
to convey a definite bank sales message 
calculated to bring the reader into the 
bank to buy. 

Roughly, these can be divided into 
three classes: 

Borrowed displays —educational, fan- 
tastic or startling, material borrowed 
from industrial plants, curio collectors 
and others, placed in the windows in 
a strained attempt to tie up with 
banking, or placed with no tieup at all. 

“Occasionally such a display is a good 
“change of pace” device to get people 


in the habit of looking into the window 
to see what’s new there. Some dis- 
advantages of this kind of display, 
especially if sent around to many 
branch bank windows, is that the 
owner often wants to break into its 
scheduled itinerary before it has com- 
pleted its showing in all windows, and, 
second, the parts are apt to be lost. 
The cost is often higher than is justified 
by the short showing. 

Syndicated displays—mostly me- 
chanical, requiring considerable atten- 
tion and usually going out of order at 
the most disconcerting times. The 
bank tieup is necessarily too general 
for very effective localized messages. 

Created displays —originated by the 
advertising department and possibly 
produced there. We at the Cleveland 
Trust Company, have found these to 
be the most successful. 

Recently, in producing a new savings 
booklet, we found that the short copy 
and the photographic illustrations 
lent themselves admirably to 
adaptation as window displays. 
These photographs were enlarged, 
silhouetted, mounted on_ beaver 
board and used as one panel, and 
the accompanying copy was placed on 
another panel. 

The novel presentation proved to be 
most attractive and many favorable 
comments from customers resulted. 
This has emboldened us to continue 
this style of display and more of our 
newspaper advertising now finds its 
way in enlarged and dominating form 
into the windows of more of our fifty- 
three neighborhood banks. 


ig MAY be interesting to know that 

we have a department automobile 
and branch advertising supervisor who 
constantly visits our branch banks, 
rotating our window displays weekly 
from one bank to the next, replenish- 
ing supplies of advertising material in 
the racks from which customers may 
take them, changing lobby posters, 
advertising blotters oncustomers’ desks, 
inspecting the condition of window 
lettering and electric advertising signs, 
discussing local advertising problems 
with the branch manager and obtain- 
ing news from the branch correspondent 
for publication in the company em- 
ployees’ magazine, the Cleveland Trust 
Monthly. 

These trips are divided geographi-- 
cally to take five days of the week. On 
Saturdays, the advertising man makes 
out reports while his car is being 
washed and put in shape for the next 
week’s trip. He also is required to 
keep up to date a special chart which 
shows where each display is: installed 
during any week. This is by means of 
cardboard discs, bearing the names of 
all displays, which are hung on pegs 
opposite the name of the branches 
where they are set up that week. 


(Continued on page 38) 
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Nothing’s Too Good for the Girls 


Looking in on the girls’ 

quarters in the new home 

of the United States National 
Bank, of Portland, Ore. 


Above: A noon hour in the 
roof garden 


Left: The kitchenette where 

*‘Mother Santa’’ dispenses 

good coffee and good advice 
at the same time 


Right: The shower baths— 

most popular between the 

close of the day’s work and 
opening of night school 


Below: The rest noom and 

the tea room—furnishin 

tea, coffee, chocolate, mi 
and cream free of charge 


Railroad fare to Portland is 


not prohibitive, considering 
the obvious attractions 
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NTEREST and Discount is that 

] on which banks live and prosper, 
and grow. Whether a bank makes 

a loan on which the charge is collected 
at maturity (interest), or exacts the 
charge in advance (discount), the 
charge made is most commonly carried 
in one account and called interest. 
And it suits the purpose quite well, 
usually, except that the earnings re- 
flected by the interest account are not 
correct. It does not disclose the actual 
status of earnings. Instead of serving 
the purpose of disclosing to what 
extent the bank can call the account 
a “profit,” it serves only so far that 
it may more fittingly be termed 
‘“prophet.”” And we all know that 
prophecies do not always materialize. 
The bank may have loans amounting 
to thousands, perhaps millions of 
dollars on which no interest has been 
paid, but if the bank has reason to 
believe that the loan will be paid, 
then the interest earned to any definite 
period of time may well be credited to 
an interest earned account, reflecting 
profits to that extent. On the other 
hand, if it has credited to the interest 
account discount collected in advance, 
and the loan so treated has not matured, 
it is making a false representation to 
show such monies as profit. It may be 
argued that one offsets the other, but 
such an assumption would be far from 
satisfactory to the practically inclined 
banker. 

Banks wanting to know the exact 
status of earnings no more handle the 
situation in the manner outlined above 
but have instituted a system of 
accruing interest from day to day, 
and reducing the discount not earned 
in a like manner, making the earnings 
account reflect a true situation, free 
from any element of haphazard or 
guesswork. To do this may seem to 
the uninitiated quite a complicated 
matter, but we will endeavor to show 
that it can be accomplished very 
simply once the system has been put in 
operation. 

Before proceeding with the illustra- 
tion of how accruals are made, let us 
consider the arguments in its favor. 
Is your bank undertaking payments 
of expenses such as salaries, office 
equipment, rent and interest on de- 
posits from assets consisting of discount 
collected in advance? Have you ever 
considered the possibility that the 
discounted paper may be paid before 
maturity and a refund of the unearned 
discount demanded? And that in 


By N. W. KINDGREN 
Merchants National Bank, St. Paul, Minn. 


making a return of income for tax 
purposes it should include the amounts 
earned on loans that have not been 
paid, but on which earnings are 
nevertheless accruing and due to the 
bank? 

Can the bank feel that it is honest, 
either to the public or its own stock- 
holders, unless it seeks to find out for 
itself just what the earnings actually 
are? The answer to these questions is 
quite obvious and needs no elaboration 
to bring home to the conscientious 
banker the fact that a good system of 
accounting brings its own reward, both 
in satisfaction and practicability. 

The system embraces earnings on 
loans and bonds, and accruals of 
interest due depositors on certificates 
of deposit, savings accounts, as well as 
discount paid in advance. 

First, it will be necessary to segregate 
all the notes into two groups, Loans 
and Discounts. This done, a careful 
inventory must be made of all notes at 
their respective interest rates to de- 
termine how much interest has been 
earned at that rate to date of inventory. 
The amount arrived at after all the 
loans have been gone over should be 
set up on the ledger as a debit account 
under the heading “Interest Earned 
but not Collected.”” The corresponding 
entry represents actual earnings and 
should be credited to the interest 
account. 


"THE same procedure applies to the 

discounted paper except that here, 
instead of figuring from the date of the 
note to date of inventory, we must 
figure from date of inventory to 
maturity, again at each separate rate. 

The amount of unearned discount 
thus arrived at should be set up on the 
ledger as a credit headed “Discount 
Collected but not Earned.” The 
corresponding entry is made by debit- 
ing the interest account, reducing it 
by the amount to which it is not 
entitled. 

“Interest Earned but not Collected” 
will appear as an asset, and “Discount 
Collected but not Earned” as a 
liability. As the interest account 
also appears on the liability side of the 
ledger, you will understand that in 
lowering that account by a debit, you 
must raise “Discount Collected but 
not Earned” by a credit. Likewise in 
raising the interest account through 
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rofits Instead Prophets 


The Advantages of an Interest and Discount System That 
Shows Primarily the Exact Status of the Bank’s Earnings 


accruals of uncollected interest, you 
must also raise the asset side by a debit 
to “Interest Earned but not Collected.” 
The situation now is this: The interest 
account proper embodies only such 
sums as have actually been earned. 
From day to day a new entry is made 
increasing the interest account and also 
“Interest Earned but not Collected” 
and increasing the interest account at 
the expense of “Discount Collected 
but not Earned” by decreasing the 
latter. To make it more plain, let us 
assume that all notes held by the bank 
were paid in full on a given date. The 
interest due should correspond with 
the amount in “Interest Earned but 
not Collected” and the cash taken in to 
cover interest charges need but be 
credited to that account, wiping it out 
entirely. The same thing would hold 
true in the event that discounted 
paper were retired by payment. The 
refund due to the borrower should 
correspond with the amount held in 
“Discount Collected but not Earned”’ 
and to offset a cash payment, a debit 
to that account would also wipe that 
out. The interest account itself would 
remain intact, because that is the 
bank’s profit, legitimately made, and 
could not be affected by any payments 
before maturity of either loans or 
discounts. 

It is a profit account in every sense 
of the word, there to stay until 
amalgamated with the ‘Undivided 
Profits” account quarterly or semi- 
annually, depending on the bank’s 
policy with respect to dividend periods. 

After setting up the two new accounts 
pertaining to Interest and Discount it 
is of course imperative that a record 
be kept of all notes, giving the total of 
such notes in each separate group 
divided as to rates. Your record may 
read as follows: 


Monday, December 2, 192— 
LOANS q 


.00 
34% 
4% 11,985.64 
44% 105,600.00 
5 648,805.19 
54% 500,608.22 
5 G 1,244,009.14 
Total to Balance $2,511,008.19 
Monday, December 2, 192— 
DISCOUNTS 3 % 25,000.00 
34% 244,918.69 
4% 619,000.84 
44% 771,223.76 
484,919.01 
54% 1,200,005.44 
6 % .00 
Total to Balance $3,345,067.74 


Grand Total Bills Receivable $5,856,075.93 
(Continued on page 35) 
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[his Business Home 


There Are No Idle Funds in the Family Partnership 
Which Anticipates All of Its Expenses and Reserves 


HE four golden links in the chain 

of financial success are earning, 

spending, saving and investing 
money. No “going concern” can ig- 
nore or over-emphasize any one of 
these. They are the basic activities 
upon which increased assets —ac- 
cumulated surplus, capital or sav- 
ings —are built for the individual, 
the family partnership or the large 
corporation. 

The business corporation definitely 
decides upon the amount of savings to 
be reached during the year. The 
difference between income and costs, 
created by the efficient work of the 
sales promotion manager and the pur- 
chasing department, makes the larger 
part of this surplus or profit, but it is 
also increased by a net income from 
the earnings of funds and investments. 
Efficient business organizations do not 
permit idle money to loaf away the 
time; they make it work constantly 
without operating costs. If, by chance, 
the business organization does not 
succeed financially and gets into the 
red ink of bankruptcy, the books can 
be closed. But with the individual or 
the family, the books can not be closed 
as long as life lasts.. If there are little 
children or dependent older persons, 
even the death of the earner does not 
clear the obligation. 

The intelligent and businesslike 
management of financial affairs is not 
a prerogative of corporations only. 


_ By ELIZABETH L. COWAN 


Moreover, it has no sex, is open to men 
and women equally. 

The individual upon a salary often 
gives all her thought to earning that 
salary, giving her own personal affairs 
the very dregs of her attention. Spend- 
ing goes on continuously, and unless 
values are carefully studied, this may 
absorb the entire margin of savings so 
there is none to invest. 

In the family, the husband usually 
specializes in earning money; and his 
wife acts as manager of the plant and 
purchasing agent. Their efficiency 
contributes equally to the accumula- 
tion of the surplus which spells oppor- 
tunity for family advancement in later 
years. 

Many women who carefully study 
the problems of food and clothing for 
the family, do not carry their interest 
and ability to the basic money values 
underlying an equally important part 
of family welfare. After the saving is 
made it is handled by the men of the 
family on the assumption that they 
possess intuitive aptitude in financial 
affairs. This assumption is entirely 
false —for, given the same training and 
experience, women have shown equal 
business acumen. On the other hand, 
many men, like many women, know 
nothing of money affairs. 

The partnership is particularly close 
and intimate between man and wife 


living in the small town or on the farm. 
She makes her contribution to his 
earning and fully understands the 
mechanics and condition of his busi- 
ness. This is not always true of the 
city woman whose husband often earns 
the income many miles distant from 
his home. 

The problems of handling funds, to 
increase income without extra work, 
and of investment, should be studied 
by both the earner and the spender 
who have contributed equally to the 
net profit. 

This necessitates an analysis of ex- 
penses on the basis of time, keeping 
the amounts necessary for current costs 
in a checking account for convenience. 
The money to be spent at different 
periods or seasons through the year 
should be made to work continuously 
in interest-bearing accounts. This 
again makes necessary a study of dif- 
ferent bank accounts and interest pay- 
ing debts, so that accruals of interest 
coincide with dates of withdrawal to 
meet expenses. 


SUCH an analysis of expenses should 

be made under three heads, “‘current 
expense,” “periodical or seasonal ex- 
pense,” and “accumulated surplus”’ or 
“savings.” 

Under the first should be written a 
careful list of weekly and monthly ex- 
penses. These are regular and con- 


tinuous but in comparatively small 
(Continued on page 41) 
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A Picture of Agriculture, 
Business and Banking on 
the Islands, Territory of 
United States Since 1900 


By IVAN WRIGHT 


Department of Economics, University of Illinois 


Photographs by Ewing Galloway 


Sandwich Islands, named in honor 

of Lord Sandwich) have been 
territory of the United States since 
June 14, 1900. These islands are two 
thousand miles off the coast of 
California and several hundred miles 
east from the farthest western posses- 
sion of the United States in Alaska. 
The islands have a rich soil, an ideal 
climate and vast natural resources. 
The strategic importance of these 
islands can be stated best in the 
commercial geography of the Pacific. 
That is, they form the gateway through 
which the traffic between the United 
States and the Orient passes. 

The area of the islands is 6,449 
square miles. There are twenty islands, 
nine of which are inhabited; the other 
eleven are only rocks and shoals. The 
largest of the islands is Hawaii. Its 
area is 4,015 square miles. Maui is 
728 square miles. Oahu is 598 square 
miles. Kauai is 547 square miles, and 
the remaining islands are much smaller, 
running down to an area of less than 
two square miles for the islands which 
are inhabited. 

The islands are mountainous and of 
volcanic formation, surrounded in part 
by reefs. The rugged and _ hilly 
character of the lands lend to the 
scenic beauty and provide a most 
picturesque elevation above the deep 
blue sea surrounding. 

The climate is calm, of equal 
temperature the year round and very 
healthful. It is one of the few places in 
the world where perpetual summer can 
be found without the depressing heat 
that makes up a portion of the summer 
in most climates. It is located in the 
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The harbor-front in Honolulu 


tropics, but in mid-ocean and the 
northeast trade winds prevail. 
Americans who have spent most of 
their lives in the Islands seem in- 
capable of enjoying other climates. 
As one native American Hawaiian who 
has been in the United States several 
years expressed it, “‘you can not 
appreciate the beauty of the deep blue 
sea and the perpetual summer, and the 
even climate of Hawaii until you let it 
become a part of you —and to do this 
you must live it.” 


Hawaiian Agriculture 


The tropical products are indigenous 
to the islands. The farms are large, 
averaging more than 500 acres each, 


according to the census of 1920. Of the 


5,284 farms, 3,098 are owned by 
Japanese, 560 Chinese, 892 whites and 
679 Hawaiian. The principal crops 
are sugar cane, pineapple, coffee, rice, 
oranges, bananas, figs and grapes. 
Other important products easily pro- 
duced are rubber, tobacco, cassava, 
sisal, peanuts, cotton, Irish and sweet 
potatoes, honey, hides, wool, and 
cocoanuts. A large part of the agri- 
cultural lands are irrigated. The 
mountains of the Islands are covered 
with dense forests on the windward 
slopes. Since the islands became the 
territory of the United States, consider- 
able attention has been given to 
preserving the forests and increasing 
their extent. The agricultural pos- 
sibilities of the Islands have not been 
tested. Vast areas of waste lands and 
virgin lands are available for farms. 


Population and Education 
The population of the Islands is 


estimated at about 310,000. Of this 
population 110,000 are Japanese, and 
25,000 are Chinese. Honolulu is the 
capital and principal city of the 
Islands. It is also the chief seaport 
and center of commerce. The popu- 
lation is almost 100,000. The Hawaiian 
language is a culture of its own. It is 
musical and funny to the newcomer. 
The native language is used widely in 
business but in the schools and im- 
portant places the social language is 
English. All the children of the 
Islands have an opportunity to attend 
the free public schools as they do in the 
United States. The Islands are also 
provided with Normal schools, a school 
of Agriculture and Mechanical Arts 
and in 1919 a University was established 
at Hawaii. Intellectually the Island 
people are advancing as rapidly as 
could be expected and are fully on an 
equality with any other territory of the 
United States in these respects. 

It is said that all religions are found 
in the islands. This would be expected 
from the many races of people which 
make up the population. It is very 
interesting as well as instructive to 
observe the tolerance and freedom that 
exists. 


Hawaiian Industry 


Hawaii packs her eggs in all too few 
baskets. The principal industries are 
the production and processing of sugar, 
pineapple, and coffee. Anything that 
affects the sugar production or the 
pineapple crop or the market prices of 
these products upsets the economic 
and commercial activities. 

The sugar industry is the most im- 
portant business from the standpoint of 
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Bananas, sugar cane and a 
field of young pineapples 


both domesticand 
foreigntrade.The 
growth of the 
sugar industry 
may beobserved 
best by a sta- 
tistical picture of 
the acreage, ton- 
nage, and value since 
1914 (see table on 
page 44). The decline 
in production in 1921 was due 
to a shortage of labor. Insect 
pests also trouble the producers, 
particularly the “‘Leaf Hopper” and 
the “Cane Borer.” The experiment 
station is kept busy and is doing great 
service to both the Hawaiians and the 
people of the United States by protect- 
ing the crops from the insect pests. 
In addition the experiment station has 
developed some new varieties of plants 
which are reducing the cost. of pro- 
duction and thereby reducing the price 
to all sugar consumers. One variety 
in particular is the sugar cane known 
as “‘H-109” which is said to have added 
several millions of dollars to the annual 
value of the Hawaiian crop. This 
variety can be grown in areas where 
other varieties of sugar cane will not 
grow. It resists insect pests. More- 
over it produces a ton more sugar to 
the acre of crop. The numerous 
experiments and discoveries of the 
experiment station read like a novel. 
Unfortunately, the millions who are 
benefiting by these discoveries through 
a lower cost of living and a larger 
sugar supply frequently do not know 
where and how these valuable con- 
tributions are being made by the 
scientist who works quietly in his 
laboratory. 


The Pineapple Industry 


Canned pineapple now forms the 
second important staple product of the 
Hawaiian industry. It is only a few 
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of cans. Some idea of the development 
of the canned pineapple industry can 
be obtained by examining the records 
of the canned product and the exports 
since 1915, tabulated on page 44. 

From these figures it is clear that the 
pineapple has come to be one of the 
main products. What is perhaps more 
important to the commerce of the 
Islands is their little monopoly of the 
areas adapted to the growing of this 
product, as consumption expands 
throughout the world. 


The Coffee Industry 


The development of coffee into one 
of the leading positions in the produc- 
tion and trade of Hawaii has occurred 
in recent years. Experiments with 
the production of coffee and 
varieties are old. Perhaps 
on account of the ease 
with which sugar cane 
grows in the Islands 
the production of 

coffee was never 
given the atten- 
tion it deserves 
until serious dif- 
ficulties arose 
with the disasters 
of the sugar crop, 
emphasizing the 
need fordiversification. 


decades ago that this product was 
introduced to the American people. 
Now it is known more or less through- 
out the country. As the consumption 
of pineapple increases, the production 
can be expanded because all the fertile 
lands of the Islands are well adapted to 
the production of this crop. More 
than 40,000 acres of what was pre- 
viously waste hillsides are now produc- 
ing the finest kind of pineapples. The 
largest fruit cannery in the world is the 
one that packs more than 2,000,000 
cases of pineapples a year in Honolulu. 
In order to supply the need for this 
industry the American Can Company 
had to open a special branch plant at 
Honolulu. One of the important 


products in the imports of the, 


Hawaiians is tinplate for the making 


The American experiment station has 
done much to balance the industry of 
the Islands in this way. To illustrate 
the growth in the importance of the 
coffee crop we may point out the 
output of Kona coffee which was 
825,000 pounds in 1899 but in 1923 
exceeded 3,400,000. More than 75 
per cent of the coffee crop is sold in the 
United States. 

Hawaiian coffee commands a higher 
price than the coffees of other lands. 
The reason is that the Kona coffee 
imported from Hawaii has from two to 
three times the strength of any other 
coffee and the wholesale importers use 
it for blending purposes. The Hawaiian 
coffee producers deplore this practice. 
But there is a real difficulty in market- 
ing the Kona coffee in this country 
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because there is not enough of it to go 
around. The flavor of the Kona 
coffee forms such a habit for the 
drinker, that it is difficult for him to 
set satisfaction out of any other 
coffee. The Kona has to be aged before 
it is used and the flavor and aroma has 
never been matched by any other 
brand. The aging process takes seven 
years. This adds to the expense of the 
product and taxes the patience of the 
American coffee drinker. 


The Foreign Trade 


The steady growth of the foreign 
trade of the Hawaiian Islands was 
repeated in 1925 with a record year, 
and unusual activity in all lines of 
business. Imports from the United 
States reached $72,953,000, compared 
with $69,768,000 for the preceding 
year. Only once in the history of the 
Islands has this volume of trade been 
surpassed. That was for the year 
ending June 30, 1921 when imports 
from continental United States 
amounted to $77,324,000. The volume 
of exports during 1925 were greater 
than in 1924 but the value declined 
from $105,859,000 to $99,748,000 on 
account of the decline in the price of 
sugar. Both imports and _ exports 
from other countries increased in 1925 
over the preceding year. 

A complete summary of the trade 


with foreign countries and the con- 
tinental United States for the past 
twelve years is shown by the table on 
page 44. 

In reviewing the trade of the 
Hawaiian Islands for 1925, Mr. 
Emmett A. Chapman, of the United 
States Department of Commerce, said: 
_ “Hawaii’s exports consist almost 
entirely of products of its soil. Sugar 
is first in importance, followed by 
canned pineapples, refined sugar, 
molasses, coffee, bananas, and small 
quantities of honey, vegetables and 
wool. Practically all of the Islands’ 
exports come to the United States. 
Shipments of crude or unrefined sugar 
to Pacific coast refineries normally 
account for two-thirds or more of the 
total export, and this product is 
therefore largely responsible for the 
well-being of Hawaii. This dependence 
upon market trends of sugar has given 
Hawaiians considerable concern during 
recent years, and marked efforts are 
being made to further diversify the 
Islands’ activities. 


Sugar Shipments Increase 


“During 1925 shipments of unrefined 
sugar to continental United States 
reached 1,494,000,000 pounds as com- 
pared with 1,342,000,000 pounds dur- 
ing 1924, but owing to a decline in the 
price of sugar during 1925 the total 
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value received for the product dropped 
from $77,397,000 to $62,323,000. 


The Pineapple Trade 


“The Hawaiian pineapple industry 
is becoming more and more important 
each year, due to excellent natural 
growing conditions and to the flavor of 
the Hawaiian product, which makes it 
readily salable in the United States 
market. Practically the whole of the 
crop is packed in local canneries, little 
of it reaching the market as fresh 
pineapples. Shipments to the United 
States during 1925 aggregated 
402,558,000 pounds as compared with 
281,988,000 during 1924, and the value 
increased from $25,371,000 to $33,562,- 
000. In view of the rapid strides being 
made in this industry it is possible 
that in time the value of the output 
may equal that of sugar. 


Expansion in Coffee 


“Spurred by the high world price 
level of coffee, Hawaiian planters are 
directing more attention to the coffee 
crop, and many fields that have proven 
unsatisfactory for sugar-growing are 
being planted to coffee trees. Exports 
of that commodity to the United 
States during 1925 were greater both 
in value and in quantity than during 
the preceding year, the value increas- 
ing from $602,460 to $980,000 and the 
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W. W. Douglas, vice-president 
who supervises the plan 


Market for the Ideas 


Cash for Practical Suggestions That Will Improve Practice, 
Prizes for the Best Submitted Each Year 


and Substantial 


HE bank is very desirous of 
finding and recognizing those 
employees who have ideas of 

Perhaps most progressive banks of 
the present day would subscribe to this 
sentiment —or do. But the resolution, 
recently adopted by the executive 
committee of the Bank of Italy, of San 
Francisco, from which this extract is 
taken, goes farther than merely putting 
the matter on record. Practically it 
sets up a market for employees’ ideas, 
and pays for them, both in money and 
in “recognition.” The plan that the 
resolution embodies is called the Sug- 
gestion Plan, and it has now been in 
operation for considerably more than 
a year. 

Briefly, it sets up machinery for 
receiving from employees suggestions 
pertaining to improved methods of 
operating the bank. When these sug- 
gestions are made by employees other 
than officers, if they are considered of 
sufficient value, it pays for the sug- 
gestions as soon as they are adopted. 
In addition, it offers annual prizes for 
the best suggestions received each 
year. Still more significant, in the 
eyes of the average employee, is the 
fact that the plan provides a system 
for keeping track of suggestions which 
are good enough to adopt, and those 
who make them. It provides a way of 
insuring due credit to those who offer 
suggestions of practical value to the 
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bank —official recognition, in fact, 
which may have, and in practice has 
had, a bearing on promotion. 

Hugh L. Clary, the bank’s assistant 
personnel officer, is the author of the 
plan and has active charge of its 
operation. The outstanding impres- 
sion I gained from talking with him is 
that, whatever else may be said of it, 
the xperiment has been undertaken 
in no half-hearted way. The make-up 
of the directing committee is an indi- 
cation of the prestige the plan has 
enjoyed from the beginning. This 
committee is composed of three im- 
portant vice-presidents, the first vice- 
president, the controller and cashier 
and the vice-president in charge of 
personnel. Mr. Clary acts as the 
committee’s secretary. 

The employees send in their sug- 
gestions in writing, and regularly each 
month the committee reviews the sug- 
gestions and passes judgment on them. 
There are no intermediary links. Em- 
ployees submit their suggestions direct- 
ly, by mail in most instances. If the 
committee adopts a suggestion as 
having practical value, well and good. 
If, on the other hand, the committee 
rejects a suggestion for any reason, no 
one need know about the matter except 
the committee and the employee who 
submitted the suggestion. 

As to results, there is no question 


that the Bank of Italy’s suggestion 
plan has reaped a harvest in the first 
year of its operation. Up to date, 
employees have submitted to the 
committee no fewer than 352 sugges- 
tions, and of these the committee has 
adopted about seventy-five and in- 
corporated them in daily practice. 
Definite savings or gains have resulted 
from the adoption of these suggestions 
in some instances. In other instances, 
the value, though practical, is. in- 
tangible. In still other instances, the 
value of the suggestion may be con- 
tingent upon conditions which may or 
may not ever occur. These are the 
sort of suggestions that provide safe- 
guards against problematical losses of 
the future. All in all, it is quite 
conceivable that suggestions already 
received under the plan either have or 
will at some time benefit the bank to 
the extent of hundreds of thousands of 
dollars. 


Bur it isn’t necessary to resort en- 

tirely to theory to get at the dollars 
and cents value of the plan. Just one 
of the suggestions produced by the 
plan, the suggestion which won first 
prize for the year, is saving the bank 
$2,000 a year. This suggestion was 
submitted jointly by two employees in 
the security and bond accounting de- 
partments. The committee paid $25 


for it at the time it was adopted, and 
the annual prize 


it was awarded 
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amounted to $100. But of far more 
consequence to the employees who 
made the suggestion, subsequently 
both of them were promoted, one to 
a position of assistant cashier. It 
isn’t practicable to describe this sug- 
gestion in detail, but it had to do with 
a new way of handling temporary 
bonds that are sometimes supplied 
bond buyers while they are waiting 
for permanent ones, technically known 
as definitive bonds. 

The suggestion which won the second 
prize of $50 is one which neither actually 
saves the bank money nor adds to 
profits. But it was considered of 
practical value by the committee be- 
cause at some time it might prevent 
loss. It provided for revision of certain 
purchasing forms. 

Perhaps it is significant that many 
of the suggestions adopted had to do 
with the revision of forms of one sort 
or another. More suggestions of this 
sort were adopted than of any other. 
About 25 per cent of those adopted 
were of this kind. Since forms are 
used largely by those who are actually 
doing the bank’s work, Mr. Clary 
considers that the large number of 
practical suggestions relating to forms 
indicates that the man on the job ina 
bank is not only in an especially good 
position to evolve suggestions of prac- 
tical value, but does so in fact if given 
the proper encouragement. 


BUT this isn’t to imply that the 

bank’s officers haven’t also taken ad- 
vantage of the plan. Though officers 
are not eligible to money awards under 
the plan, it nevertheless affords them 


_the means for bringing suggestions to 


the attention of executives higher up. 
And even if the maker of the suggestion 
has the authority himself to put it into 
operation, he may appreciate the op- 
portunity, which the plan provides, of 
testing the value of the suggestion by 
subjecting it first to the judgment of 
others. Officers have in fact been 


The library of the Bank of Italy 


responsible for quite a large number of 
the suggestions which have been sub- 
mitted. 

The suggestion which won the third 
prize of $25 eliminated unnecessary 
routine. Specifically, it dispensed with 
pass books in the bank’s naval depart- 
ment, making it possible for two em- 
ployees to accomplish work which had 
formerly required three. The accounts 
of this department are with sailors in 
the United States navy, and almost all 
business is transacted by mail. It had 
been the practice to file a pass book 
for each account. But in the opinion 
of the employee who made the sug- 
gestion, the pass: books really served 
no useful purpose. He pointed out that 
for the relatively few patrons of the 
department who asked for statements, 
the bank could supply them on savings 
account abstracts as well as by sending 
the pass books, and, incidentally, with 
a considerable saving of postage. The 
committee, after having the matter 
investigated, agreed, and the pass books 
have been abolished. 

The prize winning suggestions, how- 
ever, are not the only ones of interest. 
At least one suggestion, made by an 
officer, and therefore not eligible for 
any money award, may have greater 
immediate practical value than any of 
the others. 

A permanent record of every sug- 
gestion received is kept by the com- 
mittee, together with a history of just 
what has been done with it. As I 
glanced through a portfolio of abstracts 
of suggestions which have been received 
up to date, one in particular caught my 
eye and suggested an indirect value of 
the plan in its effect upon employees 
themselves, regardless of the immediate 
benefit that may result for the origi- 
nator and the bank. This suggestion 
that caught my eye was a very simple 
one, recommending that the numbers 
of the tellers windows at which any 
particular savings account is handled 
be designated on the cover of the pass 
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book, as, “Window 27, 28, 29, 30, 
please.” But before making this sug- 
gestion, this employee had done some 
pretty thorough investigating. He had 
found that of seventy-seven customers 
served at a certain window, forty had 
accounts that belonged at that window, 
and that it was only luck that twenty 
of the remaining thirty-seven were not 
inconvenienced —they happened to be 
making deposits instead of withdraw- 
als, thereby enabling the teller to serve 
them without consulting the records 
of their accounts. Of the remaining 
seventeen, there were fourteen who 
were confused and apologized when 
they were requested to step to another 
window; two were disgruntled, and 
one threatened to withdraw his account. 


HE very fact that the plan en- 

courages such thought as is here in- 
dicated cannot help but be significant. 
Not much danger of this savings 
teller’s job becoming humdrum or 
sinking into a dull routine so long as 
he applies that kind of thinking to it. 
His job is always mentally stimulating 
because he has learned how to make it 
interesting. 

Here are some of the adopted sug- 
gestions, copied from the list at random: 
To put clauses in mail and cable in- 
structions accompanying remittances 
to Soviet Russia to the effect that the 
bank act as agent without accepting 
responsibility; revisions in the loan 
ledger sheet covering thirteen different 
points; that certain departments at 
the head office be shifted in their floor 
location in order the better to utilize 
office space; that employees who se- 
cure new business should be given 
credit for it on their personal history 
cards. 

One factor which has without doubt 
worked. for the success of the plan is 
that all suggestions are acknowledged 
as soon as they are received. The em- 
ployee receives a courteous letter thank- 
ing him for his interest and informing 

(Continued on page 38) 
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JUNIOR 
| —a new style tray 


HE modern trend of machine bookkeeping 

in banks is toward smaller forms—ledger 
leaves and statements 8)4” or less in width. The 
shorter distance of machine carriage travel speeds 
up the work and saves wear on the machine. 


The narrower leaf uses less paper and lowers 


the cost of supplies—a feature welcomed cor- 
dially by bankers. 


The Junior Tray is built to fit this need. It 
quickens the job of posting; is open ready for 
work with a single movement of the angle plates. 
Closing is almost automatic. 


It is light, weighing about 5 lbs., practically 
the same as a binder for the same size leaf. It 
can be carried easily when filled to capacity. 


A 
i4 


Built compactly to avoid waste, it will accom- 


floor of pure gum rubber cushions the modate 750 ordinary cards with index or 1000 
leaves and prevents slipping. A nickeled ledger leaves with index. 

steel offset rod drops open at a finger’s 

touch. A tie rod for the guides, and 

locking rod for the leaves are furnished. 

The tray bottom is covered with heavy ’ 
felt to prevent marking polished sur- 
faces. The olive green finish harmon- = ' 
izes with any office color scheme. —————— i ' 
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Stock and Standard forms 


for new Burroughs Machine 


ANKERS everywhere know the economies of 


> Baker-Vawter Stock and Standard forms. Here 
es are two new ones, ledger leaf and corresponding 
1s statement, made for use with the new Burroughs 
No. 6502—Duplex Subtractor. 
™ If you are using or contemplating the use of this 
new machine send for samples of these forms. 
yi This new machine saves operator’s time, less time 
being required to handle each sheet. The cost of the 
It original installation is less because of reduced size 
wd of equipment. Future cost of supplies is reduced 
os because of smaller forms. Unit control is easier. 
Money is saved all around. 
ly The Junior Tray shown on the opposite page is 
It ideal for use with this new machine and these new 
forms. 
m- Ask your Baker-Vawter man about this new SE 
00 equipment. 


Attach to your letterhead and mail 
BAKER-VAWTER COMPANY 
Benton Harbor, Michigan 


Send me information regarding the new Junior 
Tray and new stock forms. 


Send the coupon for samples of the new forms Name 
and literature describing the Junior Tray. It Bank 
will cost you nothing and may give you some etc, - 


profitable ideas. City State 


C-H-7 


In writing to advertisers please mention The Burroughs Clearing House 


| 
1S CLEARING HOUSE Twenty-one 
— 
} 
/ 


Baking Contest and 


prise’’ Gifts for New Business 


By WILLIAM A. MOFFETT 


N THE human affairs of life, the 
| birthday anniversary from earliest 

days has been an annual occasion 
for rejoicing and commemoration. In 
business life, it is only in recent years 
that any attention has been paid to 
the anniversary foundings of various 
business concerns, and even then, 
usually on such occasions as the twenty- 
fifth, fiftieth or later anniversaries. 

The Bank of Detroit, a mere stripling 
in point of years, recently took time 
off to celebrate its tenth anniversary. 
There was real occasion for com- 
memoration, for the bank stands today 
among the first seven of all Detroit 
banks in point of deposits, and has 
seventeen branches in addition to the 
main office in the center of the city. 

During the week the event was cele- 
brated early this spring, 5,358 new 
savings accounts were opened in the 
main headquarters and the branches. 
Of this number 1,580 were opened in 
the down-town bank and the remainder 
in the branches, each branch receiving 
new accounts in approximate propor- 
tion to the population of the section of 
the city it served. The total amount 
of money deposited amounted to 
$127,308.38. 

A contest was staged for birthday 
cakes, open to all housewives in the 
community. Prizes were awarded to 
the winners for the best cakes pre- 
sented and domestic science teachers 
from Detroit public schools acted as 
judges. 

There was one grand prize of $100 
for the best cake presented; eighteen 
prizes of $50 each, one for the main 
offices and the remainder for the 
branches for the best all-around cake; 
eighteen prizes of $25 each, for the 
main and branch offices for the second 
best cake; and 180 prizes of $5 each, 
ten at the main offices and ten at each 
of the branch banks. In addition, at 
the last moment, a $25 prize was given 
for the most novel cake presented. 

Though this contest did not have a 
direct bearing on the objective of 
obtaining new savings accounts, in- 
directly it brought to the attention of 
thousands, both contestants and their 
friends, at least a hearsay acquaintance 
with the bank and the fact that prizes 
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would also be given to all opening new 
savings accounts. 

Each stage of the cake baking con- 
test was elaborately set. For instance, 
in the main bank, a huge pyramid, with 
shelves on all sides was placed on a 
large pedestal in the middle of the 
floor, and the cakes placed on these 
shelves after they had been registered 
and properly identified. 

This unusual display in the bank 
certainly added a friendly touch —an 
informal, festive air that could hardly 
have been achieved otherwise. 

Twelve hours after the contest closed 
the cakes were turned over to the 
Detroit Community Union for distri- 
bution to the city’s charitable insti- 
tutions. 

The incentive for opening new sav- 
ings accounts centered around a mys- 
terious “surprise” or gift that would 
be given to each new depositor. This 
small box contained a piece of cake 
and a sum of money. But what this 
surprise package actually contained 
was not revealed, even after the event 
was under way. 

The whole event was backed up by 
full page newspaper advertising, which 
began two weeks previous to the anni- 
versary celebration. The newspaper 
advertising was carried by the three 
Detroit daily newspapers. Two of the 
advertisements featured the cake bak- 
ing contest and the other three the 
anniversary surprise. 
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irthday Cakes and Accounts 


Tenth Anniversary With a 


When it is pointed out that new 
savings accounts ordinarily come into 
this bank at the rate of 400 a week at 
this time of year, the significance of 
obtaining 5,358 new accounts in one 
week is apparent. 

It is not the first time that the 
directors of the Bank of Detroit have 
used imagination in capitalizing on 
the events of the business life of their 
institution. Several years ago this 
bank made the occasion of entering a 
new home built for them in the business 
section of the city a gala occasion and 
likewise added thousands of new sav- 
ings depositors. 

In its comparatively young history, 
this bank has doubled its capital three 
times. The bank was opened in 1916 
with capital of $500,000. This was 
increased within a few years to 
$1,000,000 and in 1922 to $2,000,000. 
Again the capital is being doubled this 
year to $4,000,000, with an increase in 
the surplus from $500,000 to $1,000,000. 
Deposits, which in 1922 totaled 
$22,000,000, now aggregate more than 
$40,000,000. 


“In 1810,” says the ad. of the For- 
est Park State Bank, Forest Park, IIl., 
“the Reverend Henry Duncan opened 
at Ruthwell, Scotland, a ‘Parish Bank.’ 
This was the first savings bank.” 

So there’s another debt the world 
owes to the Scotch. —C. C. Bradner in 
Detroit Free Press. 
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Compact 
Substantial 
Light Weight 

Powerful 
Compression 

Unique 

Offsetting 


because they have many advan- 
tages over heavy, unwieldy trays. 


The McBee Portable Tray has 
a capacity of seven hundred and 
fifty cards and guides. For active 
commercial accounts, one of the 
McBee Portable Trays will house 
as many accounts as a machine 
operator can handle to advantage. 


Let us send you detailed in- 
formation on steel equipment. 


THE McBEE BINDER CO. 
ATHENS, OHIO 
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THE BURROUGHS 


expense you can hand 
this modern service 
protection through the tellers 
window 


Your depositors may not realize that every 
time they receive a Super-Safety check-book 
through the teller’s window, they are getting 
checks which safeguard their funds in transit. 


That is why we are carrying on the cam- 
paign for Super-Safety Checks as indicated 
by the advertisement on the right, which is 
appearing in The Saturday Evening Post. As 
your depositors read, they will appreciate this 
great service you are rendering them, And it 


is reasonable to suppose that other readers 
will open their check-books to see whether the 
Super-Safety Eagle is on the checks furnished 
by their bank. 


In the event your bank does not furnish 
Super-Safety Checks, it will interest you to 
know that they can be supplied to you at 
probably no greater price than what you are 
already paying for ordinary checks. A Super- 
Safety representative is at your call. 


BANKERS SUPPLY COMPANY 
DIVISION OF THE TODD COMPANY, 
5961 South State Street, Chicago, IIl. 
Manufacturers of Super-Safety Checks, Todd 
Greenbac Checks, the Protectograph, and a 
complete line of bank stationery supplies. 
Chicago, Rochester, New York, Denver. 
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S CLEARING HOUSE 


Why most banks 
supply these colored 
checks 


The sensitive colors of 
safety checks resist altera- 
tion as the plain white 
surfaces of old-fashioned 
checks never could! In the 
skilfully laid-on Super- 
Safety colors there is un- 
questioned protection for 
your bank account. And 
they serve another impor- 
tant purpose—their beauty 
lends distinction to your 
signature. 


HE moment you step into 

your bank—massive doors, 
bars on the windows, steel vaults 
and scrutinizing guards remind 
you that your funds are being protected from 
; the burglar and thief. 

But when you write a check ... what feeling 
of security have you that it can resist the skill 
of the forger should it fall in his hands? Are 
vou aware that his annual loot, according to the 
American Institute of Accountants, is estimated 
at $100,000,000? 

If your bank furnishes you with Super-Safety 
Checks, you are getting the modern “service of 
protection.” Your funds are guarded from the 
forger and check tamperer as well as the burglar 
and bank breaker. Thousands of banks now sup- 
ply their depositors with these famous checks. 

You can identify Super-Safety Checks by the 
od eagle, the symbol of safety, which appears in the 

upper right‘hand corner surrounded by the 
words, “Super-Safety Bank Check.” If your 


Super-Safety Checks come in several beautiful colors. 

They are often bound in rich, handsome Antique Moorish 

check-books of several styles and sizes — designs con- 
venient for personal and business use. 


cHEC™ 


checks are thus marked, 
you can send them out with 
confidence that your bank 
has done the utmost to pro- 
tect your checks while they are in transit. 


Designed to prevent alteration 
Super-Safety Checks are really beautiful and 
the safest checks provided by banks today. So 
skilfully are they designed that any attempt to 
alter them by knife, ink eradicator or rubber 
eraser, immediately brings a glaring white spot 
on the surface of the intricately tinted stock. 
Think what this protection means to you! Super- 
Safety Checks are never sold in blank sheets— 
they are made only to order. To prevent 


gyPER SAFET, 


“Does your 
bank give you this modern 
service of protection 
against the forger's 
itching fingers ? 


counterfeiting, each sheet of Super-Safety paper 
is guarded as the Government guards banknote 
paper. 

Beautiful and easy to write on 
Super-Safety Checks are worthy of your signa- 
ture. The paper impresses you as you feel it. 
The colors are pleasing—the designs beautifully 
executed. Ink takes to the paper as the pen 
glides across it. The check has an “authorita- 
tive look” of which you are justly proud. 

Sample test-check and booklet free 
Test for yourself the power of Super-Safety 
Checks to prevent alterations, to make your 
checking account secure. Send for a sample 
check with detailed instructions for testing it. 
Receive, also, the valuable booklet, “How to 
Get More for Your Money.” Bankers Supply 
Company, Division of The Todd Company, sole 
manufacturers of Super-Safety Checks, Todd 
Greenbac Checks and the Pro- 
tectograph. Chicago, Rochester, 


New York, Denver. Mr 0 ger 


& 


BANKERS SUPPLY COMPANY 
DIVISION OF THE TODD COMPANY 
5961 S. State St., Chicego, Tl. 


Please send me a free sample 
test check and your booklet, “How 
to Get More for Your, Money.” 


Name. 


This advertisement is the third of a 
series of pages in two colors in The 
Saturday Evening Post. 
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THE BURROUGHS 


With the Camera 


The impressive bankin 

room of the Wachovia Ban 

& Trust Company, Winston- 

Salem, N. C.—one of the 

great financial institutions 
of the South 


COPYRIGHT, KEYSTONE 


Believed to be the largest 
piece of money, valued, or 
Swedish coin of copper alloy, 
two feet long and one foot 
wide, weighing 32 pounds. 
It dates back to 1659 in 
the time of King Charles 
Gustavus 


The cheerful, attractive interior of the 
American National Bank, of Vincennes, Ind. 


COPYRIGHT, INTERNATIONAL 

Below: L. R. Cooley and 
U. S. Beals, deputies of the 
Federal Reserve Bank at 
Atlanta, strolled through 
the streets of Atlanta with 
a package. The package 
contained a half-million dol- 
lars, the government’s share 
of income taxes collected 
there. Holdup men read it 

and wept 
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Two views of the new Commercial 
National Bank, of San Antonio, 
Texas. This is the second time that 
expansion of the business has 
required larger quarters since the 
bank was organized in 1913. 
posits are nearly $3,000,000 


COPYRIGHT, INTERNATIONAL 

The falling franc and com- 

plications in international 

relations induce plenty of 

action in the Bourse in Paris, 

as this scene at one of the 
quote boards attests 


COPYRIGHT, INTERNATIONAL 

This giant birthday cake (411 

pounds) commemorated the nine- 

tieth anniversary of the Granite 

Trust Company, of Quincy, Mass. 

It was served to the bank’s em- 
ployees and their friends 
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THE BURROUGHS 


Riding the Wave of 


Sorting table, posting shelf and check file— all in 


one compact bookkeeping desk 


ORE and more, bankers are realizing the necessity for elimination of the 

M excessive overhead that has heretofore maintained such a strangle hold on 

banking routine. A bank's net profit, in exactly the same manner as that of 

— business, must be measured by the relationship of cost of operation to volume 
of income. 


to render this service, regardless of costs. But overhead has increased direct 
and to an alarming extent through this struggle to render the best service. Now, 
this conclusion has been forcibly brought to the attention of all bankers:— 
“Costs must be reduced internally, a thorough purging of the bank's methods is 
necessary to eliminate waste in materials and methods"’. 


To this end, thousands of banks are using the Library Bureau model 7370 Book- 
keeping Desk as one means to reduce this internal waste. It has saved time, 
money, labor, and space—and in addition, given greater efficiency and reliability 
in the handling of checks and postings. 


In these days of super-service to depositors, most banks are proceeding om 
y 


The Library Bureau Man can show you some startling savings that can be made 
in your bank—call for him today. Or send the post card for descriptive literature— 
there is no obligation. 


Library Bureau 


Division of 
Rand Kardex Bureau 


Tonawanda, N. Y. 
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CLEARING HOUSE 


DESER 


This desk alone 


Thousands of banks are using this desk 


has these seven definite advantages 


6. 


Saves space—It occupies the space formerly 
required for the shelf on the bookkeeping 
machine stand. 


Saves time—Three bookkeeping activities 
—-sorting, posting and filing—are centralized 
at one point. 


Simplifies check filing—Two removable check 
trays in each drawer conveniently placed 
make it possible for bookkeepers to easily 
file checks in odd moments. 


Large capacity—There is sufficient check 
filing space in this unit—housing a month's 
checks by even the busiest bookkeeper. 
Duplicate signature cards may be filed if 
desired. 


Plenty of air and light—No towering sides 


. or cubby-hole effects to shut out the air 


and light of the bookkeeper’s desk. 


Standing or sitting posting—This unit can be 
used for standing posting by placing it on 
glass leg bases. 


L.B. Steel Construction—Drawers mounted 


. on roller-bearing slides—sliding sorting shelf 


and top covered with battleship linoleum; 
equipped with Yale locks; sponge and clip 
cups. 


In writing to advertisers please mention The Burroughs Clearing House 


— not for appearance 
—not for convenience 


—but by MERIT ALONE! 


The two upper 
illustrations show 
two of the uses of 
this economical 


bookkeeping desk. 


Below: An instal- 
lation of 6 L. B. 
7370 Bookkeeping 
desks in the Bank 
of Washington 
Heights, NewYork 
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Thirty 


SOUND WAVE 


PROTECTION 


BANK VauLT 


Protects Entire 

Vault Against 

Every Possible 
Method 

of Burglarious 


Attack 


Sensitiveness to sound— 
the age-old fundamental 
defense provided for man 
and beast—is utilized and 
scientifically controlled 
by SOUND WAVE for the 
protection of Bank 
Vaults. 


SOUND WAVE is installed 
without the slightest in- 
terference with business 
routine, even tho your 
vault may be crowded 
with heavy safe deposit 
boxes, or filled with 
massive steel fixtures. 


Highest ratings are given 
this system with 65% 
discount on burglary in- 
surance premiums. 


Send for booklet describ- 
ing this marvelous sys- 
tem of Vault Protection. 


BURGLAR TE 
Cover the CounTRY 
O-B-MSCLINTOCK COMPANY 
mM MINA. 


INNEAPOLIS. - - 


475 Fifth Avenue 


647 Santa Fe Avenue 
“Los New York 


Angeles 


THE BURROUGHS 


The Compound Interest Column 


By DON KNOWLTON 


HE following metrical trust adver- 

tisement is offered free of charge to 
all banks who care to use it. It is 
written to the tune of ““There was an 
honest working girl,’ and we respect- 
fully suggest that you get it out in 
sheet music form, with a sample trust 
agreement on the back — 


The dying man groaned feebly, 
And his family gathered nigh — 

They wiped their eyes, and sadly 
Prepared to say goodbye. 

With sudden strength, the victim 
Rose up upon his bed 

And with death close upon him, 
These words to them he said: — 


“I’ve left my cash in trust, my dears; 
My coin you cannot blow — 

The bank won’t let you cut a dash 
On Papa’s hard-earned dough! 

I know you’ve waited anxiously 
For me to hit the dust — 

But though I croak, I’ll have my joke — 
I’ve left my kale in trust!’’ 


The Banker as the Average Business 
Man Would Have Him 


(Banker spies Average Business Man 
hovering timidly outside of his office. 
Banker springs out of his chair, leaps 
over his table, knocks down office boy 
who happens to be in the way, rushes 
up to Average Business Man and kisses 
him on both cheeks.) 

Banker: Why, my dear Fred! How 
glad I am to see you! Come into my 
office! Sit down! Will you have a 
cigar? No? You don’t smoke? Well 
then how about an ice cream soda, or 
a nice fat chocolate eclair? Mary, run 
over to the drug store and get the 
gentleman a soda, will you? Now, Fred, 
what’s on your mind? 

Average Business Man: Oh, noth- 
ing much —I was just thinking — 

Banker: You don’t need to go any 
further. I can read your mind. You 
were thinking of applying for a loan! 
Now don’t deny it! You— 

A. B. M.: Why, I don’t know as I 
was, right at the present time. I — 

Banker: No time like the present! 
You could use another five thousand, 
couldn’t you, Fred? 

A. B. M.: Why, yes, I suppose I 
could use it, yes—it might come in 
handy in my new — 

Banker: Sh! Never mind telling me 
what you would use it for. I don’t 
want to pry into your personal affairs. 
Say about ninety days — 

A. B. M.: I’ll have to see whether I 
can scrape up enough more collateral — 

Banker: Ha ha! Collateral! That’s 
a good one. As if I would ask you, 
Fred, for collateral! It’s kind of you to 
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offer it, Fred, but really, you know — 

A. B. M.: Ninety days, you say? 

Banker: Yes—purely a formality, 
you understand. That doesn’t mean 
that you are supposed to pay or renew 
it right on time, you know. At your 
convenience. How’s the wife, and the 
babies? Come and play golf with me 
some morning, won’t you? Well, 
goodbye — . 


Most telephone conversations these 
days are a bit disconnected. 


Now that the foreign debt situation 
is more or less settled, a lot of bankers 
are going to have to think up new 
speeches. 


Just what happens, I wonder, when 
a man buys a suit on the installment 
plan, and before long it’s the only suit 
of clothes he has left, and then he loses 
his job, and the seller comes to re- 
possess? 


“‘Why did the country club levy that 
special assessment upon all members?” 
“Oh —just for greens.” 


As the customer complained to the 
bootleg barkeep on a warm day, “‘All 
foam and no beer makes Jack a dull 
boy.” 


Congress appears to be taking liquor 
out of the home and putting it into 


politics. 
No Joke 


ACCORDING to a jokesmith in Life, 

‘a joint bank account is one where 
the husband does the depositing and 
the wife does. the withdrawing.” 

Well, we have heard of a lot of joint 
accounts in the Franklin’s Savings 
Department where most of the de- 
positing is done by the wife. 

“If it hadn’t been for the wife we 
would have saved nothing,” is the 
testimony of many a man. 

And that’s no joke, either —The 
Franklin News. 


Quite a Loan 


‘THE Credit Department is going to 
keep a pail of water handy hereafter 
in order to waken a certain wistful-eyed 
stenographer if she makes any more 
such bright remarks as the following: 
One of the clerks, in dictating a let- 
ter a few days ago, was rather in doubt 
as to the use of a certain phrase, so 
she said to this stenographer ““Do you 
retire a loan, or —”’and the wistful-eyed 
one interrupted rather sleepily, “No, 
I sleep with mama.” — Commerce Pulse. 
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Thirty-one 


CLEARING HOUSE 
An opportunity for your bank to culti- 
vate the patronage of the smokers 
—at an especially attractive price. 
WE’LL BE GLAD TO SEND YOU A SAMPLE OF THIS UNIQUE ASH TRAY 
FOR INSPECTION WITHOUT COST IF YOU LIKE 
. WOULDN’T YOU SOMETHING 
LIKE ONE ENTIRELY NEW 
FOR AND 
YOUR OWN 100 PER CENT 
HOME EFFECTIVE 
SO WOULD THE ALMOST 
HE-MAN EVERY ROOM 
WHO EARNS IN 
THE MONEY THAT ee a THE HOUSE 
SUPPORTS REALLY 
THE FAMILY NEEDS ONE 
YOU. A REAL 
HAVE MADE “NEW BUSINESS” 
YOUR APPEAL TO PULLER 
THEM, AT A COST 
WHY NOT TO SURPRISINGLY 
HIM? LOW 
Especially appreciated by the man who smokes a pipe. Available r 
in Amber, Green, Blue, Amethyst or Crystal Glass. yt 
Incidentally, now is the time to map out <a 
your campaign for new depositors. Plana & 
bigger offensive than ever before and then 
let us show you how you can save money. SOY a” 
Or 
NEW MARTINSVILLE GLASS MFG. CO. 
NEW MARTINSVILLE, W. VA. 
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is a simplified system of double- 
entry record-keeping designed 
especially to meet the needs of 
the small merchant or business 
man to enable him with the least 
expenditure of time to maintain 


A Visible Daily 
Record of Every 
Business Transaction 


It combines in one book both the 
Cash Journal and the General Ledger 
and, by the use of multiple columnar 
forms instead of separate sheets for 
each account, it simplifies posting by 
eliminating the necessity of turning 
leaves to locate accounts to be posted. 
It is so simple that anyone with 
ordinary business intelligence can 
understand it. It makes instantly 
available exact amount of merchandise 
bought and sold; amount owed by cus- 
tomers; every item of expense; profits 
for any designated period; profits from 
discounts; figures for fire loss adjust- 
ment or income tax reports; record for 
government inspectors audit, etc. 


Complete System 
of Bookkeeping 
in one Practisur 
FLEx1PosT BINDER 


Only one book to keep the complete 
business record and housed in a flexible 
post binder with unlimited capacity for 
expansion. Ask your stationer to 
show you the Faultless Bookkeeping 
system, or write direct. 


STATIONERS LOOSE LEAF CO. 
Chicago Milwaukee New York 


THE BURROUGHS 


Reforming the Currencies of Europe 


(Continued from page 7) 


Marshal Joffre presides at meetings of committee seeking voluntary contributions to restore the 


value of the franc. 


relative merits of these two policies 
will better understand the situation if 
he sees that restoration is nothing 
more than the familiar policy of 
deflation. Deflation, and hence resto- 
ration, implies a reduction in the 
volume of currency in order to bring 
about an increase in its value as 
measured externally in better rates of 
exchange and internally in greater 
buying power. Thus for example, the 
volume of francs outstanding would be 
reduced until their value rose from 
their present price of less than four 
cents up to somewhat over 19 cents 
which was their pre-war rate. At the 
same time the buying power at home 
would be augmented over five fold. 


AT benefits would flow from 

such a policy of restoration? It is 
claimed that the country’s financial 
prestige would thereby be enhanced, and 
that the government would keep faith 
with those persons who had purchased 
its obligations in the form of rentes and 
bonds at a time when the monetary 
unit was quoted at higher rates. These 
are undeniable advantages arising from 
a policy of restoration as evidenced by 
the case of Great Britain which, since 
her return to the gold standard, has 
been re-winning her place as the leader 
in world finance. It would seem, 
however, that such a policy of resto- 
ration, while theoretically desirable, is 
impossible practically in the case of the 
French and Belgian franc and the lire, 
because of the low price which they 
hold at the present time. This con- 
clusion must be quite apparent to 
American bankers and business men 
if they recall the disturbed economic 
events of 1920-1921. Within that 
period, the index number of the 
American dollar fell from about 250 to 
150, and thus a deflation of 40 per cent 
was accomplished. The true signifi- 
cance of this movement is better 
understood when translated in terms 
of the resulting economic disturbances 
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The committee meets daily in Paris 


in the United States, such as widespread 
bankruptcies and failures, and in terms 
of social maladjustments, such as 
general unemployment and_ unrest. 
If a deflation of 40 per cent brings such 
unfavorable consequences to the United 
States, how much more intense would a 
500 per cent deflation mean to France 
or Italy. It is thus clear that on the 
one hand a policy of restoration or a 
return to the former value, is economi- 
cally impossible and on the other the 
course of repudiation implying the 
complete abandonment of the old 
currency, is most undesirable. Hence 
the only recourse is a program of 
revaluation or “devaluation” as it is 
technically known. Under such a plan 
a new par of exchange would be 
established in place of the old pre-war 
par. The new par would bear a close 
relation to the present value of the 
currency as expressed by the external 
value in terms of the foreign exchange 
rates and the internal value as evi- 
denced by its buying power. The 
adoption of such a policy will complete 
the movement of bringing the countries 
of the world back to the gold standard 
which has so far proven the best 
mechanism for maintaining a fairly 
stable price level so necessary for the 
orderly functioning of the world’s 
business. 
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(Facsimile imprint 
reduced in size) 


KASTENS 
TIME 
STAMP 


Avoid disputes and 
errors. This is @ 
time stamp built for 
long service an 
economy, smooth, 
quick and accurate 
in action. 

Catalog? Yes, an 
interesting one, too! 
Send for it now. 
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CLEARING HOUSE 


Art Metal Steel Shelv- 
ing costs lessthan 
wood, and can be put 
up in a jiffy. 


Art Metal Widesec- 
tions and Halfsections 
provide unlimited flex- 
ibilicy of arrangement 
and can accommodate 
every size and shape 
of record. 


Art Metal Safes pro- 
vide the maximum in 
protection for your 
records and in adapta- 
bility to your business 
needs. Underwriters’ 
Laboratories label, 
Class A or Class B. 


For the records 

want ‘‘on wheels’— 
Art Metal Vault 
Trucks or Omnibuses 
from Widesections or 
Halfsections assem- 
bled to meet yourneeds. 


Art Metal Unit Card 
Index Cabinets are 
made in an unlimited 
variety of styles. 


There's a new- 
fashioned Art 
Metal Steel Desk 
for every type of 
office work— 
more than sixty 


diffrent models, 


STEEL Office Equipment, Safes and Files 
ART METAL CONSTRUCTION CO., - JAMESTOWN, N. Y. 


Thirty-three 


ment problems. 


‘ie First and Final Answer 


to every office equipment need 


fh first answer because the completeness 
of the Art Metal line—embracing every- 
thing from desk trays to safes—permits you 
to meet any and every equipment need right 
from stock. The final answer because Art 
Metal is not only built to last as long as your 
business, but designed to keep apace with its 
growth, as well. You can safely standardize on 
Art Metal and add perfectly matched units as 
your needs require. Visit the Art Metal store 
in your city and let them show you how Art 
Metal Steel Office Equipment will meet both 
the immediate and future equipment needs 


of YOUR office. 
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END for your copy or 
the CArt etal 
Catalog. You will find 
it of inestimable help in 
solving your office equip- 
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Thirty-four 


Bank 


important. 


Advertising 


Most bank advertisements are written to 
secure new depositors and clients; to 
widen the circle of business connections 
and relationships. 


May we suggest the thought that the 
saving of expense or making profits upon 
all of your present accounts is equally 


Our correspondents save both time and 
money by taking advantage of our con- 
tinuously operating Transit and Collec- 
tion Departments. 


All items received at par. 


THE 


PHILADELPHIA-GIRARD 
NATIONAL BANK 


PHILADELPHIA, PA. 


Capital, Surplus and Profits . . . $27,600,000 


Endorsement 
Stamps 
Twenty-four 
Hour Delivery 


We make an 
unusual, Monel 
metal frame (non- 
rusting) endorse- 


Cc. M. B. index 
Stamp 


\ cushion rubber 


noticeablestamp; 
see t has a repro- 
4 duction of its im- 
on the top—undertransparent cellu- 
oid. These stamps always, by virtue of 
the cushion, make clean-cut impressions 
: without pounding. Last for years. 
We also make a special Pocket Corporation Seal 
of unusual power and with an exceptionally long wearing 


die and counter. Packed in an attractive leatherette- 
covered container for the executive's desk. 


We have made stamps for banks for 38 years 
Send for Bankers’ Catalog 185-A-26 


R. D. SWISHER MANUFACTURING CO. 


ESTABLISHED 1888 
Chicago, Illinois 


411 South Clinton Street 


Makers of high grade rubber stamps, notarial and corporation 
seals, office supplies and mar utilities of all kinds. 


Gvery industry has its 
recognized leader 
WESTON 
LEADERS IN LEDGER PAPERS 
occupies that posi- 
tion in the ledger 
paper industry 
Byron Weston (gompany 


Mills et Dalton, Massachusetts, U.S.A. 
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THE BURROUGHS 


A Word to Farmers 


[NTO a single typewritten letter of 

one page addressed to farmers, J. S. 
Wittmeier, president of the First Na- 
tional Bank, of Oneonta, Ala., condenses 
a small library of wise counsel. The 
letter follows, capitalization as in the 
original and underscored wordsin italics: 


February 1, 1926, 
Good Morning Mr. Farmer! 


Do you think it will rain? 

We all know that it does not rain every 
time it clouds up, but when a good sailor 
out in the ocean sees a cloud coming up he 
lowers his sails, takes up the slack and 
tightens up the rigging. If the storm hits 
him he is ready for it, if it misses his ship 
he is no worse off. He Plays i 

I am not a Prophet or the son of a Prophet 
but it is clouding up, it may not be a Panic 
or Depression, but something is going to 
Play Safe. 

The Good Book says, “we will have fat 
years and lean years, dry years and wet 
years.” We have had two dry years and 
the chances are we will not have three in 
succession. We never make good crops in a 
wet year. Play Safe. 

Guano will be higher this year as well as 
everything else a er has to ~ Do 
not go in debt if you possibly can help it 
Play Safe. 

There is a Boom in Stocks on the New 
York Exchange. Wall Street is gambling. 
All Booms burst. Play Safe. 

Some parts of this Country are having 
the biggest Real Estate Boom ever known 
and history teaches us that when a Real 
Estate Boom bursts, we have hard times. 
All Booms burst. Play Safe. 

Every Seven Years we have a Panic or, 
Hard Times. Do you Remember 1900- 
1907-1914 and 1921? They come just 
about the time we start to gather a high 
priced cotton crop. Play Safe. 

A Panic can not hurt you if you have 


plenty of, 
CORN AND HAY 
MEAT AND LARD 
MILK AND BUTTER 
CHICKENS AND EGGS 
POTATOES AND SYRUP 
CANNED FRUIT AND VEGE- 

TABLES 

I hope it will not come this year. But 
it is coming. Play Safe. 

Put this letter in your Bible where you 
can find it “When Hard Times Come Knock- 
ing at the Door.” 

Sincerely yours, 
J.S. WitTMEIER 


624 OK’S for One Ad 


HE Guardian Trust Company, 
Cleveland, Ohio, had been ad- 
vertising some time in the usual way 
the spirit of helpfulness and service in 
the institution. One of these adver- 
tisements was enlarged, signed in pen 
and ink by every officer and employee 
in the bank —624 in all—and copies 
were placed in conspicuous positions 
in the banking room and in the streel 
windows, and the advertisement with 
the signatures was also reproduced in 
the newspapers. The reflex action ol 
this advertisement on the employees 
themselves was beneficial, aside from 
the general publicity value of the idea. 
—T.D.M. | 
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Thirty-five 


Profits Instead of Prophets - 


On Tuesday, December 3, one day’s 
interest must be computed on the 
loans at each rate and on the total 
amount carried under such rate. The 
total of interest for the day is charged 
to “Interest Earned but not Collected,” 
increasing that account and increasing 
the interest account. 

Thereafter, as new loans are con- 
tinually being made or old ones 
maturing, the record is changed to 
correspond. This procedure may be 
handled in many different ways 
depending on the size of the bank, 
keeping in mind, however, that all 
changes affecting the Bills Receivable 
record must agree with the records of 
the accrual ledger. On the Discount 
totals one day’s discount is figured at 
the separate rates and the total 
arrived at debited to ‘Discount Col- 
lected but not Earned”’ reducing that 
account by that much liability and 
increasing the interest account the 
same sum by a credit. 


OES the bank exist that has not at 

some time or other had a bad piece 
of paper, a note on which collection 
seemed next to impossible? Even 
though the paper need not be classed 
as bad there is always the “‘Past Due”’ 
note. Whether it be a loan or discount 
matters not in case of a “past due” 
note with respect to accruing interest 
thereon. It is carried on the accrual 
ledger as ‘““Past Due” and no accruals 
are made for the reason that being 


; classed as bad paper (although not 


necessarily being such), the interest 
may never be forthcoming. It is best 
to count the dollars after they are 
hatched. 

Interest on bonds is accrued in the 
same manner except that it is advis- 
able to keep a separate record of 
income derived from this source. Thus, 
you may set up an account of interest 
accrued on bonds, styled as “Interest 


(Continued from page 13) 


Earned but not Collected on Bonds.” 
Let us say that you bought $10,000 of 
some municipal issue bearing 51% per 
cent interest. The bonds are dated 
January 1, 1922, and coupons mature 
on January 1 and July 1 of each year. 
You bought these bonds on March 14, 
1925, paying therefor par and accrued 
interest, an outlay of $10,113.20. The 
principal is of course charged to the 
bond account and the accrued interest 
is charged to “Iaterest Earned but not 
Collected on Bonds.”” Now each day 
you will debit that account with the 
interest earned at the rate of $1.53 
which at the expiration of 106 days 
on July 1 amounts to $162.18. In the 
account, together with the original 
$113.20, you have $275.38 which is 
slightly in excess of the coupon amounts 
($275) owing to a fractional dif- 
ference of daily interest which can be 
remedied by an adjustment of accrual 
on the last day, eliminating the 38 
cents. As the coupons are cut and 
forwarded for payment, it is not 
necessary to credit the profit account, 
as that has already been done. Instead 
when the coupons are paid, or if they 
are handled as cash, a credit to 
“Interest Earned but not Collected 
on Bonds” is the only entry necessary. 

The advantages of this system can 
not be too strongly emphasized. We 
do know that it forestalls any pos- 
sibility of forgetting to cut the coupons, 
for the account set up is always there 
as a reminder that something has to be 
done about it. And it acts as a safety 
valve for the profit account which 
lends itself less readily to manipulation 
by unscrupulous persons because of 


the circuitous route the entries must: 


take. The more persons that come in 
contact with the coupons themselves 
and the entries pertaining to them, the 
less likelihood of anything amiss going 
unnoticed. We know of at least one 
banker who manipulated bond profits 


to his own advantage, something he 
could not have done in a larger bank 
where the system here illustrated is in 
operation. And the fact that he was 
discovered in time is due not so much 
to a faulty system of his own as to the 
error of broadening his peculations to 
lanes where the cover-up was more 
difficult. 

The Certificates of Deposit and 
Savings Accounts are daily credited 
with the interest which must be paid 
on the total thereof either on surrender 
of the certificates or on the interest 
days, which usually are January and 
July 1. 


PARTICULARLY with respect to the 
savings accounts, this serves a double 
purpose. It enables the bank to 
determine what the expense on these 
deposits is going to be, and when the 
interest period is at hand and the 
separate accounts are allotted their 
pro-rata earnings, the reserve set up 
should serve as a proof against possible 
errors in figuring, because the total 
interest allowed should at least ap- 
proximately coincide with the amount 
of the reserve fund. All bankers are 
familiar with the tedious work of 
figuring interest on savings balances. 
No matter how exacting and con- 
scientious the worker engaged in this 
task may be, there is bound to be an 
error committed and even though the 
work is proved by another, there is no 
assurance that in the hurry to get the 
work done, a glaring mistake may not 
be overlooked. But when the interest 
has been accrued by figures on daily 
balances and the total quarterly or 
semi-annual figures on separate ac- 
counts agree with the total as accrued, 
there can be little doubt as to the 
character of the work involved. There 
is at the same time satisfaction for the 
worker and protection for the bank. 
Nor is there much work involved in 


INTEREST EARNED BUT NOT COLLECTED | 
oare_ APR 141926 care APR 151926. 
Rate Balance Decrease Increase Daily Earnings Balance Decrease Loereq U. s. y Notes, Series 
4 40300. 4. 40,300. 
a 299600. 125000. 21-89 174,600. Date of Bonds Jan. 15,1923: Maturity Dec Jan.15 
+ 15, 
5 | 2,700870.07 | 62841.19 366-35 637.728.88 Rate 43. 
INTEREST §32454.73 1700. 6000. 538,754.73 
BEARING 6 | 1,464791.40 | 4329.11 44a70. 249.19 1,494,732.29 2008 VALUE earned but not coll 
Dr. or Cr. Bal. Dr. or Cr | Bel. Dr.or or. Bal 
12-8-26 | 49, 000. 
Total Laterest Bearing Notes 5,057716.20 | 203870.30 |  Saz70 7 12-10-26 | 48°80. 1000000, 1021.18 1021.18 
SCOUNT COLLECTED BUT RNED | 12-11-25 /48,500. fias,000. 50,000. fasorooo. fas 5:30 
17 
4 | 1,951198.45 244.21] 1,953,698.45 2065.56 
5 | 3,752421.96 e981. 39650. 525.42} 3,783, 090.96 
8} | 1,¢98828.24 60300. 74900. 292.33] 2,915, 428.24 17.71 334.37 
6 | | 205027.39| 209848.34 170,98} 1,025,9#9.15 
387.50 
DISCOUNTED 2-15 3167. 00.00 
2-15 0:17.71 17.71 
— 2-16 17.71 
2-1? 7.72 53.13 
Total Discounted Nove 2,608. 005.00) 8,676,21 
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You Must Consider — 


How International Check Endorsers will save that precious 
time you now spend in hand-stamping. Find out why all 
progressive banks are using INTERNATIONAL machines! 


In Two Models: 


New Junior Single Feed Endorser 


The Junior may be 
operated in conjunction 
with adding machine 
for listing and endors- 
ing in one operation. 


Novel feature, enabling type and 
dies to be changed by turning key. 
Saves time, loss of type and soiling 
of hands. Will endorse as rapidly 
as fastest operator feeds checks without overlapping marks. 


Automatic Quantity Feed Check Endorser 


Model ‘‘K’’ 
Capacity: 
=? 250 Checks per 
minute. 


Hand Engraved, 
Hardened Steel Dies 
with 
changeable dates and 
batch numbers 


THE INTERNATIONAL POSTAL SUPPLY COMPANY 
of NEW YORK 
634 Prospect Place, Brooklyn, N. Y. 
© 


—also manufacturers of “‘“SEALOMETER’’ metered mailing 
machines. Send for booklets today. 


EASY SNAP DOUBLE FOLD 


Collapsible Storage Files 


Corrugated Fiber Board 
(Patent Pending) 


Snaps Shut’’ 


Recommended as very satis- 
factory by hundreds of 
bankers now using them. 


Write for catalogue 
and quantity prices 


STRAYER COIN BAG COMPANY, New Brighton, Pa. 


MANUFACTURERS OF COIN BAGS, WALLETS, FILE BOXES 


In writing to advertisers please mention The Burroughs Clearing House 
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accruing interest on deposits, once 
the system has been put in operation. 
And we believe it would prove intensely 
interesting for the banker who has but 
a hazy idea of the amount of liability 
he must face some day when those long 
outstanding certificates are presented 
for renewal or payment. 

There is another point we might 
make here that we feel sure will meet 
with the hearty approval of all bankers. 
Instead of. waiting for the day of 
cut-off to learn how much money is to 
be available for dividends, | salary 
increases and charge-offs, it is possible 
by referring to previous averages of 
assets and liabilities in interest ae- 


cruals to see just what the profits wil 


be a month or even more in advance. 
Is not this worth something? And 
And although this leoking into the 


future might seem tike ophecy, which 


at the beginning of the article, we 
sought to discourage, it has in this 
relation so much in common with the 
actual facts that the suggestion of a 
‘“‘prophet’”’ being involved can be 
rendered negligible by changing the 
spelling and pronouncing it “‘profit.” 


The Wisconsin Brothers 


“DEAR Brother: I suppose you are 

surprised to find a note for you to 
sign of three thousand dollars, but as 
my line of credit in the bank is way 
overdrawn, I wish you would do this 
forme. As I have stalled off the bank 
examiner several times, I can’t do it 
any more; so do this as a favor for me 
and I will take care of the note as it 
falls due.” 

This letter was written by the 
brother who had been the cashier of a 
Wisconsin bank, the accommodating 
brother executed the note in favor of 
the bank, and, at the request of the 
bank, he signed a statement that the 
note represented his personal applica- 
tion, and that he would pay the note 
when it fell due. 

As a matter of fact, this note was 
used to replace certain forged notes 
that the cashier had put through the 
bank. Later on, the bank examiner 
refused to approve of it, and when the 
note fell due the bank sued the maker 
in the Wisconsin courts. The case is 
a recent one and a full report may be 
found in 206 N. W. 74. 

‘Whatever legal ‘consideration’ there 
was for the note ‘moved’ to the cashier 
and not to me,” the maker argued. 

“In other words, the maker of the 
note by its execution borrowed $3,000 
from the bank and loaned it to his 
brother, and he in turn paid the $3,000 
to the bank, and his indebtedness was 


extinguished in that amount. The. 
bank, therefore, gave a valuable con- 


sideration for it, by reducing the in- 
debtedness of the cashier to it,” said 


the court, in ruling in favor of the, 


bank. —M. L. Hayward. 
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The fittings of a bank represent an investment in 
— oe security and efficiency as well as in appearance. Follow 


2d notes the same idea when selecting Safety Paper for the 
the bank’s checks. 


eo Hammermill produces the pulp, makes the pulp into 


e maker . paper and then sensitizes that paper to produce 

e od oc Se Hammermill Safety. All this work is done in one 

Sone mill under one control. The result is superior quality, 

a strictly standardized high grade Safety Paper. 
We will be glad to send you samples of 


Hammermill Safety. 4 

HAMMERMILL PAPER COMPANY, ERIE, PENNSYLVANIA VY, 
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Round Trip in either direction, 


Largest Fleet of Liners 
on the Great Lakes 


A 4-day round trip cruise on the luxuri- 
ous steamers Eastern States and W: 
a 


estern 
States, the fastest ships out of Chicago. 
Music, deck games, dancing, with host- 
ess in attendance, aboard. Equipped 
with wireless. Autos carried. Unlimited 
privileges at Mackinac Island 
and either Detroit or Chicago. Service 
three times weekly from Detroit, June 
24th to September 4th; from Chicago, 

une 26th to September 6th. Tickets 

ited to sleeping accommodations. 


Illustrated Booklet of D&C TOURS 
mailed upon receipt of 2 cent stamp. 
Address Dept. B.C. 


Overnight Service to 


Mackinac Island 


**The Summer Wonderland’’ 
from Chicago or Detroit 
Three times weekly June 24th to Sep- 
tember 6th. Week end trips. Round 
trip including berth and meals $31. 


Grand Cruise between 


Buffalo ana Chicago 


Special round trip rate including berth 
and meals on all steamers in effect every 
Monday, June 24th to Sept. 6th. Eight- 
day limit. Stop-overs at 
Detroit, MackinacIsland, orChicago. 


Ovemight Service between 


Detroit ana Cleveland 


daily to Dec. Ist. Fare $3.60 one way; $6.50 
round trip. Also daylight trips during Jul 


and August. Autos carri 
Wireless aboard. 
Between Detroit 


and Buffalo anda 
Niagara Falls 


and e Greater Detroit, e 
- Leviathan of the Great 
GREATER Lakes,” and Greater Buffalo, 
BUFEALO’ The Majestic of the Great 


Lakes,” provide overnight 

the largest steamersof service daily to November 

thelr type in the world Ist, between Detroit_and 

650 first class oS Buffalo and Niagara Falls. 

and crew of 300 men. Fare $6.00 one way; $11.50 
round trip. 


FOR RESERVATIONS or fur- 


McCracken, Acting General Pas- 
senger Agent at Detroit, Mich. 


A. A. Schantz 
President 
J. T. McMillan 
Vice-Pres. & Gen. Mgr. 


DETROIT & CLEVELAND NAVIGATION CO. 


What Plan B 
Windows? 


(Continued from 


The branch man a 


4 Tt pays lo stop when you see this sign 
As you see it.think of safety — 
safety for your savings at the 


Cleveland Trust 
Banks : 


ehind the 


page 11) 
lso must obtain 


the branch manager’s signature to a 


complete inspection 


report of each 


branch. These are placed on the pub- 
licity manager’s desk each Monday 


morning. Space is 
provided for notation 
of matters needing at- 
tention as well as for 
the branch man’s 
recommendations. 
When O.K’d by the 
publicity manager, 
these are attended to 
at once. 

The branch adver- 
tiser also rounds up 
material at schools or 
anywhere we learn of 
suitable material for a 
neighborhood display 
— possibly the work of 
a third grade class in 
poster design, or a 


THE BURROUGHS 


blanket to the fashion- 
ing of which a neigh- 
borhood charactermay 
have devoted a life- 
time. 

The body of the 
department automo- 
bile is especially de- 
signed to carry posters, 
frames, displays, ad- 
vertising matter, first- 
aid articles like paint 
pots, brushes, glue, 
scissors and other 
emergency material — 
all covered to protect 
from dust. 

The displays are 
constructed to stand 
up under the wear and 
tear of moving from 
one branch to another over a period of 
a year. Oil paint is used rather than 


water color and the entire display is 
varnished to facilitate cleaning it. 

Because of the long period of service 
each display renders, we can afford to 
spend a reasonable amount for each, 
since the original cost is absorbed over 
a year’s time. 


A Market for the Staff’s Ideas 


(Continued from page 19) 


him as to how soon he may expect to 
receive notification of the commitee’s 


action regarding it. 


This depends on 
the nature of the suggestion. 


The 


usual procedure is to abstract each 
suggestion as soon as it is received, and, 
if advisable, to refer it to the head of 
whatever department it pertains for 
expert consideration, or for an opinion 


as to its practicality. 


Then at the end 


of the month the committee considers 
all suggestions and the reports and in- 


vestigations of them, 
their utility. 


and passes upon 


If a suggestion is adopted the em- 
ployee receives a second letter in which 


he is commended, i 


nformed that a 


record of it has been made on his 
history card, and in many cases a 


check is enclosed in 


in writing to advertisers please mention The Burroughs Clearing House 


payment for it. 


The check isn’t likely to be for a very 
large amount, to be sure; but even a 
small check is appreciated as recogni- 
tion of effort. Most of the checks for 
the past year have been for amounts 
like $2.50, $5 or $10. Probably the 
principal incentive to the employee is 
official cognizance of his suggestion. 
But even if an employee’s suggestion 
isn’t adopted, he receives a letter in- 
forming him of the committee’s adverse 
decision, and the reasons for it. Quite 
often the committee has to postpone 
definite decision because conditions may 
not be ripe for the utilization of the 
suggestion. If this is the case, the 
employee is informed of this, too. And 
he is assured that a record is being 
kept of his suggestion and that if ever 
it is adopted he will be given the credit. 
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yn- 
"4 Employees have the right to protest 
ay a decision made by the committee and 
fe- to request a reconsideration, giving 
them an opportunity, if they so desire, 
he to submit further evidence of its value. 
10- There is at least one case on record vp Thane 
Je where a suggestion that was originally Te 
rs rejected was adopted upon second con- \ 
sideration. 
ON E significant characteristic of the 
le, plan in Mr. Clary’s estimation is 
er that strict confidence is maintained 
Bes concerning all suggestions that are re- 
ct jected. No one but the committee and 
the employees who submit them need 
re know of the suggestions that are not 
nd considered of practical value. 
nd As time goes on, Mr. Clary says, the 
ym tendency seems to be that a higher 
of percentage of the suggestions submitted 
an are of the sort that can be adopted. 
is He considers it probable that the em- : » 
ployees 7 gaining insight into the Rivet-Grip Reinforcement in Top Slab and Walls 
ice factors that make a suggestion val- FEDERAL RESERVE BANK IN SALT LAKE CITY, UTAH 
to uable. Likewise, he says, they are 
h, becoming proficient in describing their E. J. Walker Company, Builders 
er suggestions and presenting precisely 
the reasons for their adoption. R G G d 
In an article published in The Par- ivet- rip uar S 
ticipant, the bank’s house organ, em- 
ployees were given instructions as to the Nation S Wealth 
the proper way to submit their ideas. e 
They are told how to present the idea HE Federal Reserve Bank in Salt Lake City is the 
in the first paragraph, avoid im- eighth Federal Reserve banking building to have its 
material argument in telling the story vaults protected by the Rivet-Grip system of balanced 
and close with a statement of what it vault protection. Literally, the nation’s wealth is 
will accomplish. ; protected by Rivet Grip Reinforcement. 
; ” Since the merit of Rivet-Grip was demonstrated by the 
Window Realism Federal Reserve Tests at Sandy Hook, eight Federal 
Reserve Banks and more than 250 private banks have 
FIRE to the of ordered Rivet-Grip installations. 
sien 4 Pp aged Pst = Of all the vault walls tested at Sandy Hook and since 
ta built for Federal Reserve Banks in exact duplication 
of the test walls—Rivet-Grip Reinforcement resisted 
Th . om Ry a penetration longest and most effectively. 
e man, who is electrically operated, 
was making a determined stand against Vaults with Rivet-Grip Reinforcement receive prefer- 
the wolf about 3 o’clock in the after- ential insurance classification and take the lowest 
noon when, to his great dismay, he insurance rates. 
suddenly discovered that fire had With all its points of superiority, the Rivet-Grip System 
broken out in the seat of his trousers. of Vault Reinforcement costs less than any other ade- 
ry Beating the wolf with one hand and quate and effective system. The ease with which it 
a slapping the flames with the other, the is installed also lowers construction costs. 
ni- agitated man was having a warm time 
‘or of it. As the flames mounted higher Send for our brochure which contains valuable 
ats and higher, the wolf pressed relentlessly desi vat 
he to the attack and seemed about to why take a chance on anything less than the best! 
is crash the door, when a crowd of Easter 
paraders, attracted to the window by 
on the sight of the unequal combat, sent THE RIVET GRIP STEEL CO. 
afirealarm. A STEEL Joists Bank VauLT REINFORCEMENT 
e ire companies and a squad of police : 
ruched the te 2743 Prospect Avenue Cleveland, Ohio 
ne the firemen saved the man from being 2 € 
ay badly burned and he was moved out 
he on the sidewalk to continue his strug- : 
he gles against the wolf, which was badly 
nd singed. 
rer to catch fire, it was discovered. No 
it. damage was done to the bank —/ndi- BAN K VAULT REINFORCEMENT 
anapolis Star. 
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Allisteel Files 


RAWERS that operate 

at a touch, with velvet 
smoothness—freater filing ca- 
pacity per unit—unusual fire 
protection—and no wearing 
out, All these are Alisteel File 
advantages. 


Welded construction through- 
out, beautifully and richly fin- 
ished in baked-on enamel, 
Allsteel Files—like the entire 
Allsteel Office Equipment line 
—guarantee you permanent 
satisfaction at a reasonable cost. 
Write for thenewGF All- 
steel Furniture Catalog 
The General Fireproofing Co. 
Youngstown, Ohio 
Canadian Plant: Toronto, Ontario 
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Youngstown, 


iG hio (BCH) 
send me without obligation a copy of the GF Alisteel 


State. 
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Cloud Pusher No. 2 


(Continued from page 9) 


Montreal. John, a bit giddy with the 
first touch of victory, trotted here and 
there looking as frail as a chorus girl in 
his gray slacks and tennis shirt, but 
with a tight-eared, iron-faced brassie 
tucked under one arm. Sir Horace 
stood with arms folded under his great 
cavalry mustache and low, billowing 
golf cap. Mr. Clutchbill was poised 
with the alert and adventurous eye of a 
treed tom cat. Gingerly cuddled like a 
grenade in one hand was a golf ball. 

Long before this the wily Signor 
Anthony Cappio had shed his kitchen 
clothes and had appeared in a blue 
shirt and red suspenders. He held a 
flag in his sword hand. This beacon 
was red in color and was to be planted 
beside the winner’s ball wherever it 
should stop. And to this end Anthony 
had anchored himself well out toward 
the river bank waiting for the prize 
ball. 


WORD being given, President 

William Vipond began casting for 
a pleasant spot to stand on the impro- 
vised teeing ground. At last he got 
his ball teed and his feet still. The 
hedgerow of females on the club house 
porch rose like a choir and leaned 
forward. Every eye was on Mr. Vipond 
each time he frisked his club. 

You know how you want to yell 
when you are holding your breath for 
something to happen? Well, Director 
Clutchbill took it out of his system by 
jabbing president Vipond’s golf bag 
with a mashie he’d picked up. 

Suddenly there was a hissing sound 
underfoot. The ball pocket of Mr. 
Vipond’s golf bag snapped open and a 
white streak darted out. Almost 
simultaneously there was a “‘click” 
and Sir Horace, who was standing 
near, slapped a hand over his pistol 
pocket, pulled out an ancient silver 
flask, and sure enough, there was a 
dent on its face just the size of a golf 
ball. 

It was the general opinion some one 
over the rise of lawns to one side was 
knocking a ball around and had sent 
one by accident into the midst of the 
gathering. For a few moments every- 
body watched the sky and each other 
and over their shoulders, but no more 
balls showed up. Both Mr. Vipond 
and Sir Horace had fastened a dark 
look on Director Clutchbill, but that 
gentleman was as genuinely surprised 
as the most hysterical damsel on the 
porch. 

After everybody had become calm 
Mr. Vipond cracked out a hot ball that 
rolled almost to the river bank. Far 
out on the flat Anthony flew after it 
and planted the red flag beside it amid 
a deluge of handclapping. It was 
remarked at the time how peculiarly 
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the ball rode the air at a certain point 
and people said had it been higher it 
would have cleared the river —certainly 
an astonishing drive. 

And then Cashier John Atwood of 
the Ferndale National exchanged places 
with Mr. Vipond on the teeing ground. 

John got a ball out of his pants and 
was about to tee it when Mr. Clutchbill 
rushed up to him. 

“IT want yuh to use this ball for 

luck, John,” cried Mr. Clutchbill, 
anxiously taking a ball out of the paper 
he had carried it in for three days. 
“T’ve rubbed a rabbit’s foot on it,” 
he announced to the crowd. And then 
in a whisper to John: “Hit it on the 
ink spot —hit it on the ink spot!’ 
For a moment John looked fixedly 
at Director Clutchbill, then teed it so 
that the faint ink spot on it would 
collide with his club. 

Mr. Clutchbill eyed the ball from a 
distance and swallowed contentedly. 

Without the slightest warning John 
struck like a cobra. 

It was a high, rising ball. At a 
certain point in its flight some invisible 
hand seemed to take another swipe at 
it on the fly. 

Those on the porch saw the distant 
Anthony grab up the planted red 
banner, look up over his head, and try 
to flag something above him. A 
moment later the ball splashed into the 
quiet silver water of the Raveneye 
River. Even those of failing eyesight 
must have seen the rings of ripples it 
made for a long time after it went into 
the water. 


EAR Mr. Clutchbill someone drew 
in his breath like a victim with 
the croup. It was Sir Horace. 

“Julius Caesar!” he hooted in the 
highest, weirdest voice that ever came 
from mortal being. 

Everything was a-flutter. A phalanx 
surrounded John and began pumping 
his hand. One of the brothers bore 
him the silver cup which had rested on 
the porch. 

But Director Clutchbill rushed to 
the brink of the terrace and waved his 
arms to Anthony Cappio, the flag 
bearer. 

“Anthony! Anthony!’ he hallooed, 
‘fetch in Mr. Vipond’s ball for him!’ 

Away yonder on the flat Anthony 
was seen to snatch up the ball and 
start on the run. It was_then both 
President Vipond and Sir Horace 
Moulton found their car and quietly 
departed. 

“John,” said Director Clutchbill, 
after the panting Anthony had brought 
in President Vipond’s ball and the 
crowd had thinned out, “ain’t this 
ball of Vipond’s a neat one?” 

John took it and rolled it around in 


g 

Forty 

| 
Dealers Everywhere | 

| | 

| 

| 

| 


CLEARING HOUSE 


his hand. ‘“There’s a hole in it,” he 
exclaimed suddenly. 

“Yea, it was loaded, all right. I 
suspected it when Anthony and me 
caught Vipond and Sir Horace prac- 
ticin’ here in the moonlight last 
Wednesday night—we seen a green 
flash after Vipond sent out a ball, but 
I wasn’t real sure till I learned today 
that Sir Horace is a fireworks manu- 
facturer. Curious, ain’t it?” 

“Huh!” said John. “Loaded!” 

“Yea, yourn was loaded, too. It was 
one they dropped that night. But 
Vipond didn’t mean any harm. It was 
just a little joke of his. We traded 
horses once years ago and I figure he was 
tryin’ to recall it to my mind, and just 
an accident saved us. That silver 
cup is goin’ to look neat and attract 
attention in our front window, ain’t 
it, now?” 


This Business of Home 
Finance 


(Continued from page 14) 


amounts, and they must be paid by 
check or by cash. Such money does 
not stay in any account long enough to 
earn interest. 

Periodical expenses come in larger 
amounts but less frequently. Out- 
standing ones are taxes, clothes, repair 
and replacement of equipment, health, 
etc. The money to meet these should 
be accumulated over a period of several 
months —but it should: be constantly 
growing with additions of interest. 
This can be done by the use of savings 
accounts in different banks paying 
interest at different dates. Such ac- 
counts pay interest semi-annually and 
withdrawals during the interim lose 
the entire earnings. 

Other accounts pay interest for a 
shorter period. These are called “time 
deposits,” and in trust companies, 
“Demand Certificates of Deposit” pay 
a small rate of interest for any length 
of time upon a deposit of $50 or more. 

It is wise to use several of these 
accounts interchangeably so that all 
funds may earn without the loss of 
such income that premature with- 
drawal will cause. 

In the accumulated surplus column 
should be listed all permanent savings 
for home purchase, education, retire- 
ment fund, life insurance, etc. 

If the income is regular, these annual 
amounts should be accumulated regu- 
larly, or pro rata to income, earning 
while waiting to be turned over into 
the permanent savings fund. 

Such funds are not to be touched 
until the amount reaches the goal set 
and the compound interest factor helps 
to attain it. One frequently finds 
people who draw out their interest on 
savings accounts, and the dividends 
on life insurance or spend the coupons 


from bonds. Leaving these funds at 
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~~ its a “*GLUE-LOCKED" 


Bankers Flap Gnvelope 


ap envelope has these distinctive 
E-LOCKE *GLUE-LOCKED features over the 


GLUE-LOCKED RepuS Pat OFF 


old style. 
—Higher Shoulders 
— Wider Gumming 
—Gummed clear to the corners. 
B\ These features mean greater strength, 
increased capacity for contents, closed 


sh 
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and tightly sealed corners when fully 
crease: stuffed and maximum mailing safety. 
Write for samples, sent free on request. 


“ENVELOPE ECONOMIES” 
A — handbook covering the subject 
The exclusive GLUE-LOCKED of business envelopes, illustrated and show- 


features, furnished only by the 
Associated Envelope Makers 
listed below are adaptable to all 
styles of business envelopes. The 
usual or standard styles and 
sizes are also manufactured. 


ing many economies performed for envelope 
users. Also includes much useful data on 
envelope papers, correct gumming and re- 
vised postal regulations. Your request brings 
a copy free. 


AssociATED ENVELOPE MAKERS 
Better Equipped tog Make ‘Better Envelopes 


RASS 


TON 


BOS MINNEAPOLIS 
Boston Envelope Compan 


ELO D Monasch Company 
315 Centre Street—Jamaica Plain Enve' Mfrs. and Lithograph 
hone—Jamaica 4870 Built-to-Fit South Firth 


PRINTED LITHOGRAPHED 
NEW YORK CITY EMBOSSED = PLAIN 


Berlin and Jones Company 
547-553 West 27th Street 


ST. LOUIS 
Berkowitz Envelope Company 


Locust, 23rd and St. Charles Sts. 
Phone—Chickering 8680 *GLUE-LOCKED.--Reg. U. S. Pat. Off. Phone—Central 2525 
PHILADELPHIA DES MOINES 
Whiting-Patterson Compan: DETROIT Berkowitz Envelope C 
820 North 13th Street 1013-15-17 Walnut Street 
one—Locust 0545 Phone—Northway 2094 Phone—Walnut 957 
BALTIMORE | CHICAGO KANSAS CITY 
Oles Envelope Corporation Brown Paper Goods Company Berkowitz Envelope Company 
Montebello Avenue, Near 25th St. 900-910 West Lake Street 19th and Campbell Streets 
Phone—Homewood 8968 Phone—Haymarket 7027 ne—Harrison 0092 
CLEVELAND LOS ANGELES 
Wolf Envelope Company Coast Envelope Ccmpany 
1749-1781 East 22nd Street 610 East Second Street 
Phone—Prospect 3470 Phone—Pico 3113 
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TRUST ACCOUNTING 


For Banks and Trust Companies 


Every Bank having or contemplating a Trust Department, 
should order a copy of a new book now on the press, entitled 


PATHFINDER TRUST ACCOUNTING SYSTEM 


Nothing like it has ever before been attempted. It is the only work of 
its kind available today. It is a book every Bank and Banker has often looked 
for, but never found. 

It explains clearly and concisely the accounting procedure of a Trust 
Department as well as the various forms and records necessary to accurate 
and efficient operation. It includes actual samples (not illustrations or re- 
productions) of all such forms. 


Incidentally, every form necessary (22 in all) has been standardized 


and placed in stock by us, enabling you to install a Trust Department in your 
Bank at minimum cost. 


The first edition of this long awaited work is limited, so we advise you 
to reserve your copy TODAY. Orders will be filled in order of receipt. 


Price $10.00 Prepaid 


(Subject to refund if unsatisfactory) 


READY FOR DELIVERY ABOUT JULY 15 


Published and Sold Exclusively by 


Charles R. Hadley Company 


MANUFACTURERS OF COMPLETE BANK SYSTEMS 


330 No. Los Angeles St. pathfinders Los Angeles, California 


LOOSELEAF SYSTEMS 


We Announce 


Sweeping Price Reductions 


on the 


CALENDAR BANK 


the bank that 
Teaches Systematic and Persistent Saving 


Durable— Money container 

Fool-Proof can be easily 

removed, which 

automatically 

It’s an prevents addi- 

Ornament tional coins be- 

for the ing inserted until 

Business Man’s container is re- 
Desk placed 


VOLUME COUNTS 


Enormous quantity production has reduced our costs-— 
we are willing that you should benefit. 


Write for Revised Price List 


SPEER-ROSEFELT CALENDAR BANK COMPANY, Inc. 


Plankinton Building, Milwaukee, Wis. 
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compound interest, or reinvesting the 
coupons provides a valuable source of 
income for the proverbial rainy day, 
builds a reserve for a trip or hastens 
the achievement of the desired goal. 

Business corporations and rich men 
carefully consider these points as valu- 
able sources of “easy” money or net 
income. Money for taxes or for im- 
provement of the plant is not taken 
out of current income in a lump sum 
at any one time, but a sinking fund is 
established in which the money earns 
while accumulating from regular de- 
posits, until the amount is sufficient 
and the interest has been paid. 

We rarely hear of “‘buried treasure” 
in these modern days, but thousands 
of dollars are lying idle in cracked tea- 
pots, between mattresses, even in 
checking accounts in banks. This 
means the loss of hundreds of dollars in 
net earnings to the owners. 

Money is like the great material 
crops the farmer raises —it grows while 
he sleeps, if properly cultivated. It is 
like the goose that laid the golden egg — 
without careful tending, it acts like 
any common scrub of the farmyard. 

The income on idle funds for even 
a few months will buy the theater 
tickets, or the small but very desirable 
luxuries for the family; and the story 
of systematic savings, embellished by 
compound interest, reads likea fairy tale. 

Homemaking women should be 
known in banks just as their husbands 
are, and should feel equally at home 
there. The modern bank or trust 
company is an institution for service 
just as the store is. It, too, has de- 
partments which serve different needs. 

A family partnership built upon the 
right kind of ideals will succeed 
financially if the husband and wife 
co-operate in the management and 
investment of all funds, in addition to 
earning and spending. 

Women who understand the prin- 
ciples of business and investment and 
are familiar with business technique 
gain an intangible asset of incalculable 
value, especially in the later years if 
misfortune obliges them to face all the 
problems of life alone. 


Any Reasonable Sum 


“TE OUGHT to be possible,” says a 

Missouri bank ad, “‘for a man to go 
to a bank in his old home town and 
obtain any reasonable sum of money.” 

Ho, hum. ,We may give that idea 
a ride the next time we visit the Old 
Home Town. We shall step into the 
honorable First National and say to its 
respected cashier: “Mr. Dexter, we'd 
like to get $123,804,” whereupon he 
will probably turn to the esteemed 
assistant cashier, Mr. Black, and say: 
“Will, do you consider that a reason- 
able sum?” And we’re afraid Will will 
shake his head. —C. C. Bradner in The 
Detroit Free Press. 
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Collecting Deposits From 
Factories 


"THE Solvay Bank, of Solvay, New 

York, a suburb of Syracuse, con- 
ducted a community thrift plan which 
accumulated the systematic deposits of 
industrial employees by collecting them 
in a lump sum each pay day from the 
employers, under an arrangement which 
makes each individual’s account with 
the bank his own private enterprise. 
Each depositor is encouraged to make 
his deposits for home ownership or 
other worthy ambitions. 

At the Macon and Augusta branches 
of the Citizens and Southern Bank, 
Georgia, a representative of the bank 
goes to the mills and railroad shops 
when the men are being paid and 
receives deposits. They have succeeded 
in building up a good deal of business 
this way. The success of the plan 
depends largely upon the personality 
of the bank representative, they say. 
The recurring visits of the bank rep- 
resentative tend to keep up interest in 
savings accounts and hence keep ac- 
counts growing that might easily 
become dormant if the depositors had 
to make a trip to the bank with each 
deposit. 

Here is a form used by Worcester, 
Mass., banks: 


INDUSTRIAL SAVINGS CARD 


Please open for me a savings account in 
the local bank designated below, and with- 
hold each week from my wages for deposit 
therein, subject to the rules of the bank and 
in accordance with the plan as outlined 
and announced by the company. 


State your preference by a cross beside 


bank’s name. 
Worcester County Institution for Savings. . 
Peoples Savings Bank.................. 
Worcester Five Cent Savings Bank 
Bay State Savings Bank 
If you have no preference as to the bank, 
make a cross here 


As soon as these subscriptions were 
sorted, the various banks sent rep- 
resentatives into the shop on an 
appointed day to obtain a signature 
of the men for the purpose of identi- 
fication. Each week the pay envelope 
contains a card giving the amount 
deducted and a statement of the bank 
account to date, so that each man is 
fully satisfied as to the handling of 
his money. 

The plant cashier’s office makes a 
list every week of the depositors of 
each bank with the specified amount 
after the names, they then send the 
money, lists and passbooks to the 
banks and when these are brought 


440,000 Items 


All in a Day’s Work 


The organization which 
handles 443,838 items— 
checks, drafts and 
notes—in a good day’s 


work must be efficient 


The CONTINENTAL and 
COMMERCIAL 


BANKS 


CHICAGO 


RESOURCES HALF A BILLION—AND MORE 
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ten 


good reasons for using the 


RATION 
TISTER 


SYSTEM 


1, Designed and patented by men with 
long banking experience. 

2. Super-quality materials used. 

3, Perfect printing and registration. 

4, Accurate manifolding. 

5. Used by thousands of banks na- 
tionally. 

6. Five records in one typewritten 
operation. 

7. Service seldom equaled. 

&, Endorsed by the Federal Reserve. 

9, Absolutely fool-proof. 

10, Moderately priced, through great 


demand. 


Write for our new catalogue which 
describes this system thoroughly. 


UNION SAVINGS SYSTEMS COMPANY 
**Bank Business Builders’’ LANCASTER, PA. 


CANADA: Business Systems Limited, Toronto 


“File Fitting” Trays 


For Card Index Records 


The flexibility, convenience and economy of 
Wagemaker ‘‘File Fitting’? Trays have made 
them a practical necessity in modern offices. 


These trays hang from the sides of letter file 
drawers as shown and are easily removable 
for use anywhere. All card index and check 
file sizes are thus filed in any combination 
desired and all in the same unit. 


sTANOS FOR QUAL/TY 


Office furniture 


GRAND RAPIDS, MICH.,U.S.A. 


Write us for Name of your Local Distributor 


back the entries are checked up with a 
duplicate list which has been kept in 
the cashier’s office. 

If, for any reason, a_ subscriber 
wants to withdraw some of his savings, 
he obtains his passbook from the 
company’s cashier after he has signed 
a receipt for it, goes to the bank and 
then returns the book to the cashier. 

When an employee leaves the com- 
pany, the book is attached to his last 
pay envelope together with a statement 


THE BURROUGHS 


advising him to keep adding to his 
bank account. 

Should illness or like trouble in a 
worker’s family prove a heavy drain 
upon his weekly pay, he has the 
privilege of suspending his deposits 
for any length of time. Every six 
months the company re-opens this 
work to give new men and also those 
who have not formerly subscribed, 
a chance to take advantage of the 
plan. —7.D.M. 


Hawai—Our Financial Opportunity 


(Continued from page 17) 


quantity from 2,614,900 to 3,590,000 
pounds. The flavor of Hawaiian 
Kona coffee is said to be pleasing to 
the American palate and Hawaiian 
planters believe that a lucrative market 
for the product can be developed. 
Heretofore it has been used largely in 
blends, thus losing its identity, but an 
effort is now being made to market it 
under its own name so that a. per- 
manent demand may be created. 


Principal Import Source 


“The United States supplies about 
nine-tenths of Hawaii’s import needs, 
consisting of a wide variety of manu- 
factured articles and certain food- 
stuffs. The principal items on the 
list are iron and steel products, wood 
and lumber, automobiles and trucks, 


gasoline, fuel oils, fish, rice, cotton 
cloth, and tobacco. 

“Imports from foreign countries 
consist largely of native foodstuffs 
from Japan for the Japanese population 
of the Islands, jute products from 
India, nitrates from Chile, butter and 
meat from Australia and New Zealand, 
and piece goods from Great Britain.” 


Finance and Banking 


The money used in the Islands is the 
dollar of the United States. The 
financial system is very sound and well 
managed. The Islands have a large 
favorable balance of trade. The present 
indebtedness of the Islands is $18,585,- 
000. The total revenue is about 
$14,000,000. The sources of 
the revenue in the order of their 


Year Acres 
1914 114,500 
1915 117,100 
1916 114,300 
1917 120,600 
1918 119,800 
1919 120,600 
1920 115,100 
1921 119,900 
1922 119,100 
1923 114,300 
1924 120,000 (est.) 


Imports from 


Growth of the Sugar Industry Since 1914 


Growth of the Pineapple Industry Since 1915 


Cases of Value of Value of Canned Pineapple 

Canned Canned Pineapple Total Exports Per Cent 
Year Pineapples Exports of Hawaii of Total 
1915 2,670,000 $6,082,000 $62,465,000 9.5 
1916 2,609,000 6,633,000 64,671,000 10.2 
1917 2,607,000 8,024,000 75,116,000 10.2 
1918 3,847,000 8,407,000 80,546,000 10.4 
1919 5,072,000 12,008,000 98,859,000 2.1 
1920 5,987,000 18,961,000 145,831,000 13.0 
1921 5,263,000 29,841,000 131,240,000 22.4 
1922 4,770,000 22,649,000 73,431,000 30.8 
1923 9,896,000 26,722,000 101,084,000 25.4 
1924 6,000,000 25,400,000 108,473,000 aa4 


Trade with Foreign Countries and the United States 


Year United States Foreign Countries United States Foreign Countries 
1912-13 $24,418,000 $5,598,000 $55,055,000 $ 358,000 
1918-19 13,572,000 8,878,000 91,066,000 5,297,000 
1919-20 39,262,000 10,213,000 140,654,000 4,280,000 
1920-21 77,324,000 12,891,000 125,661,000 2,622,000 
1924 69,768,000 8,884,000 105,889,000 1,416,000 
1925 72,953,000 10,830,000 99,748,000 1,845 000 


‘Tonnage Value 

618,000 $33,188,000 
655,000 52,953,000 
388,000 54,418,000 
650,000 62,741,000 
574,000 64,108,000 
602,000 75,511,000 
969,000 118,998,000 
965,000 93,686,000 
971,000 15,109,000 
331,000 65,586,000 
677,000 78,374,000 


Exports to 
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CLEARING HOUSE 


Banks in Hawaii City of Head Office 
Branch of Yokohama Specks Honolulu 
First American Savings & Trust Co. of Honolulu 
Hawaiian Trust Co., Ltd. (Do not transact a banking business)........ Honolulu 
International Trust Co., Ltd. (Do not transact a ba business). .... Honolulu 
Army National..........................................Sehoefield Barracks 


importance on the basis of the amount 
of income are real property, personal 
property, income tax and land revenue. 
The actual expenditures just about 
equal the present income. The ex- 
penditures in the order of their impor- 
tance in amount are for the board of 
public health, public debt charges, 
public lands department, tax bureau, 
harbor commission and the University 
of Hawaii. 

The Hawaiian banking system 
consists of both unit banks and banks 
with branches. The banks in the 
Islands and the city of their respective 
head offices are listed in table on this 
page. 

The Bank of Hawaii, Ltd. has twelve 
branches; the bank of Bishop & Co. 
Ltd., five; the Bank of Maui, Ltd. 
two, and the Baldwin Bank, Ltd. one. 
All of these banks have excellent 
correspondent relations with banks in 
the principal cities of the United 
States doing a foreign exchange busi- 
ness. In fact almost any bank in the 
United States could provide all the 
conveniences for transacting exchange 
business with the Hawaiian banks 
through their city correspondents. The 
Islands seem adequately provided with 
banking facilities. It is curious that no 
American bank has seen fit to extend 
a branch into the islands to accom- 
modate the Hawaiian people and the 


‘Guarantee ’’ 


ae 4 WANTS to borrow $5,000 more, 

and it would be good business 
for the bank to let him have it. He’s 
going to be one of the big business 
men of the city some day, with all the 
banks scrambling for his account,” 
the bank president explained. 

“He had a hard time getting a proper 
indorser the last loan that we put 
through for him,” said a director. 

“My idea is for X to give you his 
note for the $5,000, you indorse the 


people of the United States with 
greater convenience in financing com- 
mercial transactions. Perhaps our 
own laws making the establishment of 
branches difficult have been the retard- 
ing factor. 

The largest bank in the Islands is the 
Bank of Hawaii, Ltd. with its head 
office at Honolulu and twelve branches 
extending into all the important trade 
centers and shipping points. 

The conditions of the Bank of 
Hawaii, Ltd. as of January first, 1926, 
are set forth in the following statement: 


BANK OF HAWAII, LTD. 


Liabilities 
Paid up Capital Stock......... $1,500,000 
Profit and Surplus...... ...... 1,373,300 
Resources 
Loans and Discounts. -...... $16,301,760 
Bonds and Securities.......... 4,482,170 
Securities, Cash and Exchange 
due from banks............ 4,917,080 
Miscellaneous... 2,016,880 


It is this bank and the Bank of 
Bishop and Co., Ltd., with their 
branches spread throughout the Islands, 
that do most of the business in financing 
both domestic and foreign trade. The 
growth of the industries and commerce 
indicate that the banks should prosper 
and perhaps additional facilities will be 
needed in the near future. 


and Extension 


note to the bank, and we advance him 
the cash,” the president proposed. 

“That’s all right for the borrower 
and the bank, but where do I land if 
the note isn’t paid?” 

“T’ll guarantee that you’ll never be 
called on to pay.” 

The director, relying on this agree- 
ment, indorsed the note, the borrower 
did not pay, and the bank applied the 
director’s deposit to the payment of 


the note. (Continued on page 48) 
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Short 


and business too urgent to waste 
a clerk’s time for searching, and 
your own time waiting, for letters 
that become hidden, lost or 
mutilated in overcrowded flat 
folders. Note the difference in 
the above methods of filing — 
the disorderly array with flat 
folders and the neat, compact 
arrangement possible with 


VERTICAL- EXPANDING 


FILE POCKETS 


which fit in file drawers just like folders, 
and are a sure remedy for most filing 
troubles. Their bellows-like construc- 
tion provides for expansion as the papers 
increase. They stand upright in the 
filing cabinet with the index tabs plainly 
visible. Made of “Paperoid,” a pure 
rope stock, they will outlast twenty or 
more flat manila folders. 


Can be used in any Vertical Filing | 
System. 


Transfer Time Wi!! soon be 
here. Send now 


for a free sample Vertex Pocket. It 
will show you the way to filing efficiency. 


Please send for examination and trial a free sample 
| of Bushnell’s Paperoid “ RTEX” File Pocket, as | 
described in July Burroucus CLEartnG House. 


| Name of Firm 


| Name and Position of Person Inquiring.......................... | 
| | 
| Letter Size or Legal Size Desired | 


To Alvah Bushnell Co., Dept. C, | 
ts Filbert Street Philadelphia, Pa. 


In writing to advertisers please mention The Burroughs Clearing House 
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Delivered in USA. 
Eas terms ifdesived 


THE BuRROUGHSs 


ADDING BOOKKEEPING CALCULATING AND BILLING MACHINES 


In writing to advertisers please mention The Burroughs Clearing House 
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UGHS 


CLEARING HOUSE 


Portable 


Adding Machine 


Forty-seven 


|S yen in all sections of the country have given the 
Burroughs Portable a whole-hearted welcome. Over 
22,000 are now in use in all lines of business. 


This machine adds up to $1,000,000.00, has standard 
visible keyboard and one-hand control. It is very 
simple to operate. Behind it are Burroughs guarantees, 
Burroughs service and the greatest value in figuring 
equipment ever offered. The price is only $100. 


Call the nearest Burroughs office for 
free demonstration or write to~ 


BURROUGHS ADDING MACHINE COMPANY 


6176 SECOND BOULEVARD, DETROIT, MICHIGAN 


ADDING BOOKKEEPING CALCULATING AND _ BILLING MACHINES 


In writing to advertisers please mention The Burroughs Clearing House 
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Ne 


Yor thirty-two years specializing in the 
design and layout of bank and office 
buildings and banking interiors. 


Attention of bankers is directed to our 
preliminary service contract under which 
we submit a series of sketches, analyses 
and cost estimates covering one or more 
types of buildings which seem best suited 
to the site to be improved; such prelimi- UE 
nary employment entailing no obligation aE 
on the part of the client other than a very 50 
nominal service fee covering our costs. 


Full particulars with a typical actual 
submission under one of our prelimi- 
nary service contracts as above de- 
scribed, gladly furnished upon request. 


Weary and Alford Company 
1923 Calumet Avenue 
CHICAGO 


“Steel-Strong” 
Mechanical Coin Teller 


Sorts and Counts in one operation 


1,000 Mixed Coins Correctly Sorted 
Coevestiy Counted in one minute 


So fast in action that it may be economically 
used in counting very small lots of coins whether 
mixed or separated. Makes small savings 
accounts profitable. By its use you can accept 
mixed deposits from any source. Users of these 
machines will tell you they are indispensable. 


TWO MACHINES IN ONE 
AT COST OF ONE 


Shipped on 10 days free trial 


The C. L. Downey Co. 


Motor Driven 
938-940 Clark St. CINCINNATI, OHIO 


Cutters for paper, card, cloth, Real Money 


Salesmen take contracts from banks for Pic- 

veneer. Office: cutters—econom- — News Service. Only $1.25 ow $20 

advance commission to you on each contract. 

ical, convenient. Printing , Dignified way to make $120 weekly full time, 
from $44.00 to $1200.00 


ILLUSTRATED CURRENT NEWS 


Suite 11, New Haven, Conn. 


In writing to advertisers please mention The Burroughs Clearing House 


(Continued from page 45) 


Then the director sued the bank for 
the amount of this deposit in the New 
Jersey Courts, relying on his agree- 
ment with the president. 

In ruling in favor of the bank the 
Supreme Court of New Jersey said: 

“So far as the director was concerned, 
it is apparent that he understood that 
the board of directors of the bank 
would, in all probability, refuse to 
discount borrower’s note unless it was 
indorsed by some one whose financial 
responsibility was unquestionable. The 
purpose of the scheme engineered by 
him and the president was to deceive 
the board and lead its members to 
believe that the bank would be pro- 
tected against loss upon the note by 
reason of his unqualified indorsement. 
The result of the scheme, if it had been 
carried out as the parties to it intended, 
would have been, as already indicated, 
the misappropriation of the bank’s 
funds for the benefit of the borrower 
as the result of the promise of the 
director, exhibited by his indorsement, 
but which, when made, he never in- 
tended to keep. It cannot be doubted 
that such misappropriation would have 
been a fraud in a legal sense upon the 
bank; and this being so, the director 
could take no benefit from his illegal 
compact.” 


An Extension of Time 


‘The drawers and indorsers expressly 
agree that the payee or his assigns 
may extend the time of payment 
thereof from time to time, indefinitely, 
as he may see fit, and receive interest 
in advance, or otherwise, from the 
maker or indorsers for any extension 
or forbearance so made,” an Indiana 
note provided. The matter came to 
court, and the Supreme Court of 
Indiana, in the case of Glidden vs. 
Henry, 1 N. E. 369, ruled that the 
note was non-negotiable. 

“There is a promise to pay in twelve 
months, but that promise is_ not 
certain and unconditional. The other 
clause is that the time of payment 
may be extended indefinitely, as the 
parties may agree. From an inspec- 
tion of the note, it is impossible to tell 
when it may mature because it is 
impossible to know what extension 
may have been, or may hereafter, be 
agreed upon. No definite time is 
fixed, nor is the maturity of the note 
dependent upon an event that must 
inevitably happen. The condition is, 
not that something may happen or be 
done that will mature the note before 
the time named, thus leaving that 
time as fixed and certain, if the thing 
does not happen or be not done, but 
the condition is that the time named 
may be displaced by another uncertain 
and indefinite time, as the parties may 
agree,”’ was the reasoning of the Court. 


PRODUCED IN THE BURROUGHS PRINT SHOP 
AT DETROIT, MICH., U.S.A. 4070-7-26-ADV. 
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BEYOND THE CIRCLE OF LIGHT 


So many folks con- 
sider light the principal 
use of electricity in the 
American home that 
“they can’t see the 


power for the /ight.” 


Industry, America’s 
largest electrical cus- 
tomer, last year used 
nearly all of its current 
for power, only a frac- 
tion for light. 


The home, next larg- 
est customer, consumed 


83 per cent of its total 
for /ight, only 17 per 


cent for power. 


Electrification of 
“home-power,” now al- 
most entirely “woman- 
power, has as yet 
scarcely begun. 


Only 13 per cent of 
household current is 
used for ironing. A beg- 
garly 4 percent ac- 
counts for all other 
home-power—toasting, 


cooking, heating, refrig- 
erating, washing, clean- 


ing, and all. 


Estimates point to 
output by public utili- 
ties of g2 billion kilo- 
watt hours in 1930— 
a 50 per cent increase 
over 1925. Energetic 
efforts of electric utility 
managers to abolish 
household drudgery will 
account for a_ sizable 
slice of that increase. 


WESTINGHOUSE ELECTRIC & MANUFACTURING COMPANY, EAST PITTSBURGH, PA. 


Westinghouse 


gets too cool. 


Ironing is now done with greater speed, comfort 
and safety in American homes because Westinghouse 
has perfected a new Automatic Iron that turns itself 
off before it gets too hot, then on again before it 
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LEADERS IN THE 
| DEVELOPMENT 
OF LOOSE LEAF | 
EQUIPMENT 
FOR THE NEEDS 
OF SUCCESSFUL 
BUSINESS 


Mechanical Posting 
At Its Best 


You employ Mechanical Posting to make a record. That record must be compiled with the 
greatest possible speed, safety and accuracy if the time of the clerk is to be conserved, and 
the figure facts are always ready for action or decision of department heads and executives. 
Mechanical Accounting at its best, then is dependent upon equipment that gives you speed 
and safety during posting, and a usable record for reference. With the Advanced Kalama- 
zoo you are provided with a record in compact, portable, neat, usable book-form. When 
ready to post, the sheets are quickly transferred to the famous Kalamazoo Posting Rack 
where they are easily fingered and handled with a series of practical, automatic motions. 


The operator is safe-guarded at all times against mis-filing and dis-arranged sheets by the 
construction of the rack. 


With Kalamazoo in use with your machine you have Mechanical Accounting at its best. 
Thousands of satisfied users endorse this statement. 
Send for descriptive folder today! 


KALAMAZOO LOOSE LEAF BINDER CO. 
Factories at Kalamazoo, Mich., and Los Angeles, Calif. Sales Offices in Principal Cities 
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LOOSE —LEAF-DEVICES—AND | 
| ,ACCOUNTING — SYSTEMS 


